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FINANCIAL ADVERTISERS . . . Increased competition, new relations problems, seen ahead 
(See BANK MERCHANDISING .. . Pace 15) 


This Month 
BANK MERCHANDISING ...sy tarry v. one 
Safeguards in Safe Deposit Operation...sy Harry c. weHRHEIM 
Bankloan Plan for Dealer Financing...sy car. surxe 





In Tickets as in Equipment, America’s 
Railroads demand maximum safety. 
That is why LaMonte Safety Paper— 
identified by the wavy lines—is speci- 
tied for Interline railroad tickets in the 
United States, Canada and Mexico. 


LA MONTE 


GEORGE LAMONTE & SON 


The Wavy Lines are a La Monte Trade Mark 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 
protection against counterfeiting —saves Banks sort- 
ing time—helps prevent errors. 


Science has perfected a new type 
of electronic communications sys- 
tem which enables the engineer 
in a speeding train to keep in 
constant touch by telephone with 
other cars in the same train... with 
other trains .. . and with signal 
towers. )) ) Thisnew development 
is the latest triumph in a long- 
continued sequence of improved 
controls and safety devices which 
have made American Railroads 








the safest in the world! ») ) And 
there is another type of safety 
which railroad men likewise con- 
sider vital to successful operation 
—the safeguarding of tickets 
against fraudulent alteration and 
counterfeiting. Which explains 
why for many years America’s 
railroadshave issued Interline tick- 
ets on LaMonte Safety Paper—the 
product which has been guardian 
of this nation’s checks since 1871. 


For Samples of La Monte Safety Paper see your Lithographer or Printer—or write us direct. 


NUTLEY, NEW JERSEY 
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Trailer Bank 


Strs: The Rumford Falls Trust Com- 
pany is a country bank serving a rural 
area. This area is made up of several small 
villages. 

To serve the customers in these com- 
munities, the bank has purchased and will 
put into service a trailer bank. This bank 





Interior of trailer bank 


will give complete banking service, includ- 
ing the paying and receiving of savings 
deposits, cashing of checks, receiving of 
check deposits, making loans and selling 
Government bonds. An officer will be 
with the trailer at each stop for the purpose 
of making loans and discussing financial 
problems. Special attention will be given 
to agricultural and lumber loans. 

The trailer consists of three completely 
equipped rooms: A private office. A 
work room including teller’s window, safe 
and other equipment. A lobby with desks 
and seating accommodations for customers. 

Pau. C. Tuurston, President, 

Rumford Falls Trust Company, 
Rumford, 
+ a Sd 


Maine 


Music for Employees 


Sirs: We have just completed reading 
“Results of Use of Music” in your Novem- 
ber issue. If you are interested in following 
through on this information, you might 
like to know that our program and research 
departments conducted surveys to prove 


that for music to be effective for em- 
ployees it must be the right music at the 
right time. This is opposed to the latter 
half of your article which tells of juke box 
installations. 
Surrey Kay, 
Public Relations Department, 
Muzak Corporation, 

229 Fourth Avenue, New York 3, New York 
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The Home Town 

Sirs: We are enclosing a copy of our 
booklet, ‘Winchester, the Beautiful.” 

Our original idea in preparing this was 


that we might send it, as a reminder of 


home, to all Winchester residents in the 








“Winchester, the Beautiful’ 


Armed Forces. It is mostly a story in 
pictures, of familiar landmarks, of schools, 
churches, public buildings, and of our 
parks and other spots. 

We have had such a fine response and so 
many messages commenting on the excel- 
lence of the booklet that I thought you 
might be interested in seeing it. 

LeEs.ie J. Scott, President, 

Winchester National Bank, 
Winchester, Massachusetts 
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Boosting Chicago 


Srtrs: I thought you might be interested 
in our new “Century” check. With it we 
are attempting to utilize the wide circula- 
tion of bank checks to call attention to 
Chicago’s prominence in practically all 
fields of endeavor. Through the medium 
of these checks it is hoped that Chicago’s 
already world-wide reputation will be 
further enhanced. 


E.uiot W. FRANK, Vice-president, 
La Salle National Bank, 
135 South La Salle Street, 
Chicago 3, Illinois 
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FOUNDED 1817 
MORE THAN 450 BRANCHES ACROSS CANADA 





Statement of Condition, October 31st, 1945 


ASSETS 
Cash on hand and due from banks and bankers. . . . .$ 223,214,360.98 
Exchanges for Clearing House . . . . . =... «= « 62,756,780.86 
Government and Other Bonds and Debentures . - 1,117,604,002.86 


Not exceeding market value. The greater portion consists of Dominion Government 
and high-grade Provincial and Municipal securities which mature at early dates, 


Stocks . R 333,993.69 





Call Loans in Comin , ipa ae Sp ae cee ata ae 17,968,798.99 
Col Lose aumie Gomes sw ks ee 42,448,3 06.52 

$1,464,326,243.90 
Commercial and Other Loans in Canada and Elsewhere . . 220,264,341.15 
Bank Premises . . ‘ : =’ ‘ — 10,571,610.18 


Customers’ Liability under Acceptances and Letters of Credit 


(aa percomira). 2. 2 2 es 0 © we we ew 16,895,827.58 
PS . 6 ese kaos ee Lee Ae 3,876,297.68 


$1,715,934,320.49 











LIABILITIES 
Capital, Surplus and Undivided Profits . . . . . . .$ 78,741,934.44 


Deposits . ce b's * 6% oe « « « « + AES ARR 
Bank’s Notes in Circulation . . . . . + «© © © « « 6,619,026.50 
Acceptances and Letters of Credit . . . . . . . =. . 16,895,827.58 
Other Liabilities . : 2 ; 248,826.41 


$1,715,934,320. 0.49 


If you desire information on Canadian conditions, your inquiries will receive prompt and thorough attention from our 
Business Development Department at the Head Office in Montreal or from any of our offices in the United States. 


Head Office: Montreal 
GEORGE W. SPINNEY, C. M. G., President B. C. GARDNER, General Manager 


OFFICES in NEWFOUNDLAND at St. John’s, Corner Brook, Curling, 
Grand Falls, St. George’s, Botwood, Buchans, Stephenville Crossing. 











NEW YORK: 64 Wall Street, New York 5, SAN FRANCISCO—Bank of Montreal (San Francisco), 
G.R. Ball, W.H. Raikes, A. St.C. Nichol, Agents 333 California St., San Francisco 4, G. T. Eaton, President. 

LONDON, ENGLAND: 47 Threadneedle St., E. C.2., 
CHICAGO: 27 South La Salle St.,Chicago3, . A, D. Harper, Manager; 9 Waterloo Place, S. W. 1., 
J. H. Ottmann, Manager. T. E. Roberts, Manager. 
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In the TREND of BANKING 
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The New FDIC Chairman 


The man President Truman has chosen 
as chairman of the Federal Deposit Insur- 
ance Corporation has risen from the ranks 
in the best American tradition. 

Maple T. Harl of Denver, Colorado, was 
seen through college by his parents, but 
took over from there and has hewed out 
for himself a career of national interest. 

Prophetic of his rise in financial circles 
was his fast promotion in the army in 
World War I. Leaving Chicago Univer- 
sity six weeks before he would have gradu- 
ated in law, young Harl enlisted as a 


private. That was a few days after Wilson . 


declared that a state of war existed. In 
six months he was a second lieutenant, and 
before war’s end he had three more 
promotions. He was possibly the youngest 
U. S. army major in the AEF. 

Energetic figure. Almost immediately 
after getting out of uniform he began to 
apply the same energy and driving force 
which won army promotions, to finance 
and banking in Denver. The older men in 
banking at that Rocky Mountain city saw 
Harl could handle a lot of work and also 
heavy responsibilities, so they heaped 
both civic and business jobs on him. Be- 
fore he was thirty he was numbered among 
the prominent business and civic leaders 
of Denver. 

A banker who has known him since those 
days says of him, “‘Harl is forceful, ener- 
getic, keen minded, always thinking ahead 
of the field. And he can rattle off statistics 
with a precision memory.” A _ powerful 
man physically, Harl is known as a hard 
worker as well as a man who can get a 
great deal done in,a short time. 

He greets you with a hearty handshake. 
He makes quick decisions. He isn’t 
afraid of expressing an opinion. In fact, 
he isn’t afraid, period. 

Born in 1893 near the small town of 
Liberty, Missouri, only a few miles from 
the home of the Truman family, Harl 
probably saw Harry Truman from time 
to time, but he says his first recollection of 
him dates to recent years. When Senator 
Truman came to Denver three years ago 
he spent considerable time with Harl. 

Career details. Within a year after 
shedding his World War I uniform, Harl 
had taken two steps which he describes 
as “important decisions:’ He organized 
and became president of Harl Mortgage 
Company and he married Maybelle May- 
field of Richmond, Missouri. 

Three years later he became _ vice- 
president of the Englewood. (Colorado) 
State Bank. In 1936 he became president 
of the Sun Investment Company, and 
in 1937 of the Denver Safe Deposit 
Company. 

He resigned from the presidency of these 
companies in 1939 to accept appointment 
by Governor Carr as Colorado State Bank 
Commissioner. Last summer he was 
granted a leave of absence to become 
regional director of the Smalier War 
Plants Corporation, with offices in Denver. 

Active in veterans affairs ever since 1919, 
Harl was chosen national commander of 














MAPLE T. HARL, FDIC Chairman 


“Forceful, energetic, a hard worker” 


the Disabled American Veterans in 1937. 
He is a member of the American Legion 
and of the V. F. W. Among many other 
interests he is a Thirty-second Degree 
Knights Templar Mason and a Shriner. 

National activities. Harl’s reputation 
some years ago began to overflow the 
boundaries of Colorado. He was made a 
member of the executive council of the 
National Association of State Bank Super- 
visors. Last year he became a _ vice- 
president, and in November, 1945, was 
moved up to first vice-president. He has 
been an advisory member of the A.B. A. 
Committee on Service to War Veterans. 

The work of this committee Harl con- 
siders of the greatest importance and much 
of his efforts recently have been directed 
towards its objectives. “I feel keenly 
about banks rendering service to veterans,” 
he said just before leaving Denver for a 
three-day session of the committee in 
Chicago early in December. ‘‘When you 
consider that there will be about fifteen 
million of these veterans, and that their 
lives will directly affect at least thirty 
million people, you suddenly arrive at the 
conclusion that every phase of our govern- 
ment and economy will be influenced by 
them from now on. 

**T feel that banks have a definite obliga- 
tion to these men to render financial aid 
when and as needed. If these soldiers and 
sailors and Marines hadn’t won our battles 
our banks would have been plowed under 
. . . Japanese figures simply wouldn’t fit 
our adding machines.” 

Goal for veterans. Harl said he had not 
the remotest fear that America would go 
socialistic, but added, “‘I would like to see 
every ex-service man own his home and 
get it paid for in the next fifteen to twenty 
years. Owning a home and paying taxes 


stimulates a fellow’s pride and gives him 
an added sense of responsibility for the 
conduct of his local, state and national 
government. And the banks want to find 
the best ways and means of financing such 
a program of home buying.” 

Harl’s alma mater, William Jewel Col- 
lege, last year took cognizance of his 
progressive ideas and aggressive work in 
the field of banking, awarding him a cita- 
tion of achievement “for an outstanding 
contribution to well defined public rela- 
tions progress, stimulating greater inter- 
est in service rendered to this country by 
banks and bankers in time of war.” 


o ¢ ¢ 


Supervisory Trends 


Trends in bank supervisory thinking 
were disclosed at the annual meeting of 
the National Association of Supervisors of 
State Banks, held recently at New Orleans. 

A warning against making loans at in- 
flated values, especially real estate loans, 
was sounded by F. A. Amundson, Com- 
missioner of Banks of Minnesota, and 
president of the association during the past 
year. In this same connection, H. Earl 
Cook, Superintendent of Banks of Ohio, 
suggested that the supervisors should in- 
sist upon heavy amortization of current 
mortgage loan predicated upon prices and 
appraisals now prevailing. He raised the 
question: ‘Should we not consider need 
of at least 20 per cent to 25 per cent amorti- 
zation within the first five years, then a 
more lenient and flexible amortization 
provision?” 

On earnings. Opposition to any moves 
to bring about an unwise curtailment of 
banking income was voiced at the conven- 
tion. John D. Hospelhorn, Deputy Bank- 
ing Commissioner of Maryland, cited the 
danger to the foundation of the banking 
structure “unless the banks as a whole are 
permitted to enjoy a reasonable oppor- 
tunity to earn a fair return on their over- 
all capital position, thereby supplementing 
their capital structures.” John K. McKee, 
member of the Board of Governors of the 
Federal Reserve System, warned that the 
banking departments of the States must 
be prepared to answer proposals for reduc- 
ing bank earnings. 

“It has been indicated that we may 
expect an attack on bank earnings,” he 
stated, “‘because 80 per cent or more of 
their investment income is coming from a 
single source—the taxpayer of the United 
States. Just how far such an attack can 
go in the so-called interest of the taxpayer, 
I do not know, but you gentlemen in par- 
ticular, it seems, have a direct: responsi- 
bility to combat any attack that would 
harm the public interest so far as bank 
depositors are concerned.” 

In an address on banking’s plans for 
post-war, particularly in connection with 
risk lending, Hugh H. McGee, vice-presi- 
dent, Bankers Trust Company, New 
York, told the state supervisors: ‘We 
need your support, we need your encour- 
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agement, particularly that of your examin- 
ing staff who, in many cases, just do not 
seem to feel that a smaller bank is justified 
in having in its portfolio a term loan. In 
my own state, the superintendent of banks, 
Elliott Bell, provided an opportunity for 
two or three of us to explore this subject 
with virtually all of the examiners operat- 
ing in New York State, not only state 
examiners but national, Federal deposit 
insurance and Federal reserve. These 
meetings were some of the most interesting 
in which I have ever participated, and I 
believe have been productive of much 
co-operative good.” 

Trust regulation. A suggestion that 
state supervisors might take up the ques- 
tion of uniform rates for trust services 
was made by Gilbert T. Stephenson, direc- 
tor of trust research, the A. B. A. Gradu- 
ate School of Banking. This would involve 
having the supervisory authorities and the 
state trust associations explore together 
the feasibility of approval by the super- 
visory agency of uniform rates for usual 
trust services, as a means of helping trust 
institutions avoid the possibility of violat- 
ing anti-trust laws in attempting to achieve 
such uniformity through clearing house 
agreements. 

New president of the association is 
Clyde M. Davis, New Hampshire Bank 
Commissioner. Maple T. Harl, Colorado, 
was named first vice-president pending his 
confirmation as FDIC chairman; Thomas 
W. Leggett, Arkansas, is second vice- 
president; Richard Rapport, Connecticut, 
is third vice-president. 





The three “‘C’s’’ are being taught in 3,500 New York State classrooms 


Posterama Program 


The three “‘C’s” of Credit have joined 
the traditional three “R’s’” as required 
study material in more than 3,500 New 
York State high school classrooms this 
year. 

Two hundred and eighty of the State’s 
banks, recognizing the need for adequate 
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@ The Phfftchs are solid citizens with 
compensating bank balances. They are 
kindly and tolerant and in all respects, 
save one, are the souls of courtesy. . . 
their bank checks do not extend to those 
who read them the courtesy of legibility. 
Men and women in banks, who nor- 
mally sort and file checks swiftly and 
accurately, always pause when they 
come to the Phfftchs’ checks . . . and, 
needless to say, it isn’t the pause that 
refreshes. 


There are thousands of Phfftchs in 
this country and every day in banks 
from coast to coast sincere, hardwork- 
ing bank people are knocking them- 
selves out trying to read their signa- 
tures. The Phfftchs don’t know a thing 
about it, but if they did they’d be the 
first to ease the situation by using 
checks bearing their printed names. 


Why not contact your Phfftch depos- 


WHAT ABOUT THE PHFFTCHS? 


itors and give them a chance to co- 
operate with you thru the medium of 
De Luxe Personalized Checks? They'll 
be happy to get them, proud to use 
them and willing to pay for them. And 
when their printed names clarify 
what before was a mystery, your people 
will sail thru their daily work with 
that effortlessness so desired by all 
good production supervisors, 


Some of our biggest banking institu- 
tions are now going “all out” for 
imprinted checks. As pioneers of the 
Personalized Check program it has 
been our privilege to work with most 
of them. We have a package to meet 
almost any requirement and if we 
haven't got it we will build it. Let us 
help you make it easy for your 
workers to do more . . . easier. Let's 
eliminate the Phfftchs and give them 
identities. 








E LUXt 


CHECK PRINTERS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 








In writing to advertisers please mention The Burroughs Clearing House 


school instruction in banking and finance, 
are sponsoring an unusual educational 
project developed by the New York State 
Bankers Association to provide visual 
study aids for students and _ teachers 
throughout the state. 

Believing that the experiment presents 
an idea worth considering by banks in 
other states, The Burroughs Clearing 
House has obtained a special report on the 
subject from C. A. Hemminger, director 
of the New York association’s news bureau. 

The project, known as the Posterama 
Program, embraces a series of three wall 
chart posters on banking fundamentals, 
supplemented by notebook-size posters for 
student use, teacher-student study out- 
lines, and bankers’ manuals which suggest 
ways for bankers to round out classroom 
routines with practical demonstrations of 
banking practices and principles. 

The posters, already in use in many high 
schools, including those of the City of 
New York, are “Your Dollars at Work,” a 
study of the flow of money from the 
depositor, through the banks, to American 
at work, and back to the depositor; 
**Types of Banks—How They Serve You,” 
a basic lesson on the history and organi- 
zation of our banking system; ‘‘Loans 
Work for You,” a graphic statement of 
the uses, principles, and requirements of 
bank credit. 

Wherever possible, the state association 
attempts to have the project sponsored by 
groups of banks—county associations or 
city clearing houses—rather than by indi- 
vidual institutions. This places the pro- 
gram above any suspicion of being a com- 
mercial advertising venture. Further, it 
makes possible a genuinely concerted effort 
to acquaint tomorrow’s customers with the 
facts of life about banks and their role in 
the nation’s economic life and develop- 
ment. 

The cost is less than three cents per 
poster and other materials are provided 
free of charge. 

The association’s Committee on Educa- 
tion, which developed the basic materials, 
spent two years in preliminary research 
before announcing the details of the project. 
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Banking for Bankers 


A Partial List of 


‘ TS 5 
ANKERS TRUST COMPANY was organized Bankers Trust 


as a bankers’ bank. While it has developed Comp any 


into a leading commercial institution, banking Services to Banks 


for bankers continues to be a dominant charac- eee ge of Par and Non-Par 
teristic of our service Collection of Notes, Drafts, 


Coupons, Matured Bonds and 
Other Items (Domestic and For- 
eign) 


Transfer of Funds, Remittances 
and Domestic Money Orders 


Services such as those listed are handled by 


specialized departments and the entire Corre- : 
Credit Information 


spondent relationship is personally supervised by Commercial Paper Purchases 


F Servicing Loans to Brokers and 
officers assigned to your section of the country. Dealers 


Participation with Correspondent 
Banks in Loans to Local Enter- 


: Because. of this specialized service, an in- prises 
' rE ; Dealers in United States Govern- 
‘ creasing number of Banks are making full use ment, State and Municipal Se- 


curities 
of Bankers Trust Company as their New York Investment -Information 


= = we F 


: Ler 4 Receipt and Delivery cf Securities 
Correspondent. Inquiry is invited on any prob- 


Commercial and Travelers Letters 


: : of Credit 
lem in which we can be of help. 


Safekeeping of Securities 


Consultation on Pension and 
Profit-Sharing Plans 


om Vv = 


Pet oom or Exchange Agent, 
" Co-Transfer Agent or Registrar, 
‘ and Co-Depositary 








Trust and Reserve Accounts 


International Trade and Foreign 
Banking Facilities 
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The first step was to study high school 
requirements as set forth in the State 
Department of Education’s official syllabus. 
The committee found that the eleventh 
year social studies course, “American 
Institutions,” was the logical vehicle for 
materials on banking. This course, which 
is a required study, is taught each year to 
more than 380,000 eleventh year high 
school students. Next, with the aid of 
educational consultants, the committee 
prepared rough drafts of the proposed 
posters and other classroom materials. 
These were submitted to state and local 
educational authorities for study and sug- 
gested changes. Specimens were then 
tested under actual classroom conditions, 
and further modifications and improve- 
ments were made. Following this, the 
program was presented to county and city 
banking associations for local sponsor- 
ship. 

To date, it has been adopted by 35 of 
the State’s 60 local banking associations 
and through them made available to more 
than 200,000 students and 3,500 teachers. 
At least a dozen additional associations in 
New York State and elsewhere have the 
program under consideration at the present 
time. 

The committee does not intend that 
posterama shall be a one-time venture. 
Its objective is to make the study of bank- 
ing an integral part of the New York 
State education program and, if possible, 
to spread the benefits of practical banking 
instruction to other groups. This can be 
accomplished, the committee contends, if 
bankers accept the long-range view and 
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Story of “Johnny Nolan” dramatizes importance of systematic savings 


persist in their effort to give tomorrow’s 
customers the facts ‘about banking in 
graphic, non-biased, and in a genuinely 
interesting manner. 
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That Brooklyn Tree Sprouts 
in Manhattan 


A financial institution which apparently 
makes somewhat of a specialty of creating 
unusual and imaginative window displays 
is The Franklin Society for Home Building 
and Savings, 217 Broadway, New York. 

In one of the latest exhibits, the cele- 
brated Brooklyn tree of story book fame 
has been transplanted in Manhattan, 
together with Johnny Nolan and his prized 
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Bank customers thoroughly enjoy the privilege and prestige of 
mailing personalized ThriftiChecks for their bills, instead of 
the inconvenience of paying by cash. This appreciation is a 
splendid builder of profit and good will for any bank offering 
the ThriftiCheck plan, and CREATES NEW BUSINESS for 
other departments. Write us about other ThriftiCheck advan- 
tages—to depositors AND TO THE BANK. 


BANKERS DEVELOPMENT CORPORATION 


31 Nassau Street, New York 5, N. Y. 
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shaving mug, to dramatize the desirability 
of a planned savings program. 

It will be recalled that in the novel, 
“A Tree Grows in Brooklyn,” Johnny 
Nolan is the well-intentioned father who 
is never able to keep his head above the 
financial water line, leaving to posterity in 
the form of material wealth only a few 
trinkets and a shaving mug with his name 
lettered in gold. 

Focal point of the window display is the 
Nolan shaving mug around which revolve 
a private collection of thirty-two antique 
mugs of the same period, placed in a 
barber shop setting. The savings story is 
woven between the mugs and pages of the 
novel. The conclusion is: 

“If Johnny Nolan had only heard of 
The Franklin Society’s systematic savings 
plan and how thrifty folk easily accumu- 
late those golden nest eggs, the story 
might have had a different ending.” 

Of course, it might be pointed out that 
if ““Johnny”’ had been a systematic saver, 
*‘A Tree Grows in Brooklyn” would never 
have been written! 
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Service to Veterans 


So much praise has been accorded the 
Veterans’ Service Center established in 
Houston, Texas, that it would seem to be 
of interest to bankers in other communi- 
ties. The following description comes from 
B. Magruder Wingfield, vice-president, 
The National Bank of Commerce, Houston. 

The objective of the Service Center is to 
meet all of the needs of the returning 
veterans with a minimum of red tape and 
lost motion. To carry out this purpose, 
the Center was formed as a community- 
wide organization representing all busi- 
ness, banking, governmental and welfare 
interests. 

Financial advisor. The Houston Clear- 
inghouse, for example, selected a paid 
representative who occupies a desk in the 
Center as finance and business counselor. 
It is not his function actually to make 
loans. Instead, when he finds a veteran 
who is seeking a bankable loan, the finan- 
cial advisor contacts the Houston bank 
of the veteran’s choice. He does not con- 
fine his counsel to loans; all phases of busi- 
ness are discussed with the veteran. 

Many other agencies have representa- 
tives at the,Center. The USES gives em- 
ployment information and assistance. The 
county employs a service officer whose 
task is to file claims of every type for the 





veteran, his survivors or dependents. The 
Veterans Administration maintains a con- 
tact man to advise on all phases of the 
G. I. Bill. An OPA attorney renders legal 
advice, particularly where a G. I. has been 
a victim of a price ceiling violation. A life 
insurance representative is present to give 
information on the conversion of G. I. 
policies. The Red Cross and Disabled 
American Veterans also have their own 
helpful representatives. Many other 
agencies are co-operating. 

Other services. On its own payroll the 
Center has three counselors. These are the 
director and assistant director, who are 
qualified to advise on a wide variety of 
problems, and an educational and voca- 
tional guidance authority. The latter not 
only helps scores of young men chart their 
educational courses but arranges for many 
other apprenticeships under which they 
will receive from the government the same 


$50 or $75 subsistence available to the — 


college or high school student. 

The busiest desk at the Center is proba- 
bly the housing desk where efforts are 
made to find homes for G. I.’s in a city 
whose population has increased more than 
50 per cent since 1940. 

Other activities are: 1. Participation 
with the OPA in a campaign against the 
illegitimate few in the used car business 
who are mulcting the veteran. 2. Assisting 
the Better Business Bureau in publicizing 
its campaign against loan sharks preying 
on veterans. 3. Arranging office space for 
veterans through co-operations with the 
building managers association. 4. Co- 
operation with the USES in a drive to 
obtain more job listings for veterans. 
5. Bringing to the public attention the 
acute need for veterans’ housing. 6. Assist- 
ing existing agencies to obtain Federal sur- 
plus commodities for purchase by the 
veteran. 7. Organization of a committee 


of lawyers, World War II veterans, who - 


are available to discharged G. I.’s seeking 
legal advice. 

More than 6,000 veterans are being 
assisted at the Center each month. The 
cost is borne by the community war chest, 
$40,000 being allocated in the 1946 budget. 


e ° ° 


Consumer Credit 
Innovation 


“How We Can Send You the Customers 
—AND THE MONEY” is the appeal 
which is attracting Buffalo dealers in 
electrical appliances, household equipment, 
automobiles and other merchandise to a 
new credit purchase plan, known as the 
“‘Bankway,” announced recently by the 
Buffalo Industrial Bank. From Kenneth 
Reid, vice-president of the bank, comes the 
following explanation: 

“The plan is unique in that we pre-check 
the credit of prospective buyers of mer- 
chandise and issue a ‘Bankway Credit 
Card,’ renewable annually, which is good 
only at ‘Bankway’ approved dealers. 

‘**Time-payment purchasers like the plan 
because it gives them quick action when 
making a purchase and eliminates the 
embarrassment and annoyance of discuss- 
ing their financial affairs with dealers. 
Dealers like it because it eliminates sales 
resistance and the time and trouble of 
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securing complete credit information from 
the customer. They simply call the bank 
to verify the credit. 

“In effect, the Bankway Credit Card 
plan channels into dealers’ places of busi- 
ness thousands of the bank’s customers 
whose credit standing has established. 

“The new plan is a development of a 
program which had its start before the 
war. We adopted the idea of ‘packaging’ 
all of our related consumer credit services 
under the Bankway emblem. Using the 
slogan ‘Buy or Borrow on Time the Bank- 
way,’ we established the emblem through 
advertising. Our next step at that time 
was to tie in the dealer by furnishing 
‘Bankway’ window cards and counter dis- 
plays identifying his place of business as a 
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store which could arrange time-payment 
credit with our bank. Under this original 
plan we were successful in persuading 
nearly 600 dealers in Western New York 
to use our bank for time sales financing. 

“In a word, the original plan gave our 
services a ‘brand’ name—the name Bank- 
way. 

“‘We now have carried this plan a step 
further,.and it is a step which we believe 
to be the key to the problems of securing a 
continuing flow of time payment business 
from an ‘organized’ body of dealers. 

“By ‘organized,’ we mean that our 
Bankway Credit Card advertising groups 
all Bankway dealers under one banner. 
Our Bankway advertisements list the 
names and addresses of these dealers under 
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Federal Intermediate Credit Bank 
Consolidated Debentures Offer... 


Deszrable 
Short Maturities 


—_— AFFORD a popular medium through 

which institutional funds, earmarked for tem- 
porary employment, may be invested securely 
at favorable term rates. These obligations of the 
twelve issuing banks are made available regu- 
larly for subscription in denominations ranging 
from $5,000 to $100,000, due at convenient 
| intervals up to one year. Debentures which 
| mature within six months are acceptable as 
collateral security for fifteen-day borrowings by 
member banks of the Federal Reserve System. 


| THE FEDERAL INTERMEDIATE CREDIT BANKS 


Requests for other salient information respecting the above 
| described issues should be addressed to 


CHARLES R. DUNN, Fiscal Agent 















New Yor«k 5, N. Y. 
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a heading, ‘Bankway Credit Cards are 
Honored by These Stores.’ A directory 
containing this list is given to each credit 
card holder. In addition to the directory 
advertisements, we run small individual 
advertisements (2 column by 3 inches) 
showing a picture of the credit card, a 
headline, ‘One of the hundreds of dealers 








SERVICE 
Maintaining an intimate, 


personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 








POLICY 


To cooperate with out-of- 
town banks rather, than 
compete for business which 
is rightfully theirs. 


GThe 


PUBLIC 
NATIONAL 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 


MEMBER 
New York Clearing House Association 
Federal Deposit Insurance Corporation 
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Loan sprouting idea for any bank: A “‘credit library’ display panel 


offering Bankway Service,’ along with an 
individual dealer’s name. Each dealer 
exhibits a Bankway window display card 
and counter cards identifying his store as a 
Bankway store. 

““Announcement of the new plan met 
with immediate response. Nearly 300 
dealers entered into the plan during the 
first six weeks and more are being added 
every day. Public response has _ been 
equally gratifying with scores of applica- 
tions being received for credit cards. 

“It is too early to evaluate results based 
on actual volume of business, partly be- 
cause household goods and appliance sales 
will not reach full peaks until post-war 
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WHEN you have a banking 
problem in New England, 
you'll find at the Shawmut 
Bank an exceptional willing- 
ness to undertake difficult or 
unusual tasks. You can count 
on this institution, with its 
current knowledge of busi- 
ness conditions, for prompt 
results. 


The Rational 
Shawmut Bank 


40 Water Street, Boston 
Member Federal Deposit Insurance Cor poration 


SURPLUS $20,000,000 


“‘Outstanding Strength’’ 
Sor 109 Years 
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production is in’full swing. But the ma- 
chinery of the*plan is being set up in 
anticipation of substantial increases over 
our pre-war levels.” 

* ~ * 


Credit Merchandising Idea 


A novel idea for displaying and distribut- 
ing literature describing banking’s financial 
services has been developed by the Com- 
mittee on Commercial Development of the 
New York State Bankers Association, and 
the regional office of the Committee for 
Economic Development. 

It involves the creation of a central dis- 
play panel called a Bank Credit Library, 
designed to help banks merchandise their 
credit wares in an effective manner, control 
the distribution of informational literature, 
and build up credit prospect lists. 

The specimen display shown above was 
prepared for the C. E. D. by the Diorama 
Corporation of America, 410 East 91st 
Street, simply as a suggestion of the idea’s 
possibilities. Similar panels with any 
desired variations can be obtained by indi- 
vidual banks from the same source. 

Distribution control. It will be noted 
that wording on the specimen board sug- 
gests that the folders and other material 
displayed are available by contacting 
““Mr. Roberts” (who would presumably be 
in the bank’s new business department), 
or through filling out a card provided for 
this purpose, giving name, address, and 
type of credit information desired. In 
either instance, the bank obtains a tangible 
lead on a credit prospect. 

This is believed to be an improvement 
over distributing loan literature from 
racks and ordinary holders in bank lobbies, 
where it is impossible to trace who takes 
the material, and no follow-up can be 
arranged. 

In the specimen shown, the loan panel 
headings are demountable, and can be 
varied according to a bank’s loaning pro- 
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GOOD NEIGHBORS ARE 







The great buying power of Latin America, repre- 
sented by a vast accumulation of available dollar 
exchange, is engaging the attention of American 
exporters as the United States again prepares to 
send goods in volume to her neighbor republics. 

As our exports grow, the farmer in Chile will 
eventually get his new tractor; the Brazilian in- 
dustrialist, new factory equipment; and our new 
household appliances will put a twinkle in the eyes 
of many a Colombian housewife. Our “good 
neighbors” are also “good customers.” 

The Chase Foreign Department can be of in- 
valuable assistance to American exporters and 


importers. For the Chase Foreign Department has 
long maintained close relationships with corre- 
spondent banks throughout Latin America, chosen 
for their efficiency in transacting foreign business 
as well as their intimate knowledge and under- 
standing of local business conditions. 

Through these correspondents, the Chase is able 
to offer aid, in the form of accurate information 
and complete facilities, to the American business- 
men who will share in the coming great volume 
of trade. These Chase facilities which are always at 
the disposal of our domestic correspondent banks 
provide a valuable service for their own customers. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK. 


HEAD OFFICE: Pine Street corner of Nassau 


LONDON — 6 Lombard Street « 51 Berkeley Square * Bush House, Aldwych 
Havana ¢* San Juan «+ Panama « Colon « Cristobal « Balboa «+ Office of Representative: Mexico City 


Member Federal Deposit Insurance Corporation 
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gram. Virtually all banks have credit pro- 
motional folders, mailing pieces, etc., that 
could be utilized. Other informational 
literature of interest to business men could 
also be displayed. Thus the sample 
“credit library” includes some _ timely 
C. E. D. studies of post-war business and 
economic problems. 


° > ° 


Unique Bank Meetings 


Two progressive innovations on the part 
of the Peoples-Pittsburgh Trust Company 
are of newsworthy interest to other banks. 

One was an Economic Tea, believed to 
be unique ip banking annals. As part of 
an expanded sales and public relations 
program, John Kinneman, Jr., vice-presi- 
dent of the Peoples-Pittsburgh institution, 
arranged for several hundred of the city’s 
leading women to be guests of the bank at 
a tea in one of the local clubs, Prior to 
the refreshments, Franklin Cole, noted 
economist and author, discussed the coun- 
try’s economic problems with primary 
attention to those phases of special femi- 
nine interest. Robert Ferguson, the bank’s 
vice-president in charge of trusts, spoke 
briefly on estate analysis. 

The decision to hold this and similar 
meetings at regular intervals is the result 
of a study made by. Mr. Kinneman of the 
bank’s services to customers, in which he 
concluded that too little attention had 
been directed to women, considering the 
fact that they control a large share of the 
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Recognizing “‘the power of women,” bank mixes tea and economics 


wealth and are among the best prospects 
for trust business. 

The other innovation had to do with 
employee relations. As part of its con- 
tinuing program of employee education 
and as a service to its correspondent banks, 
Peoples-Pittsburgh recently was host to 
550 members of its own staff and approxi- 
mately 500 employees of correspondent 
institutions. Speaker of the evening was 





Experienced Foreign Banking Service in 


CUBA 


and throughout the 


WEST INDIES 


We offer banks and business firms interested in foreign trade, an experi- 
enced ‘on the spot’’ banking service in Cuba, and throughout the West 
Indies. Long established branch offices assure you of valuable assistance. 


Branches in Cuba, Haiti, Puerto Rico, Dominican Republic, the 
British West Indies, Central and South America. 


Two branches in London, England 


Complete foreign banking service in all parts of the world 


New York Agency—68 William Street 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 


Branches in Canada 
from Coast to Coast 





Resources exceed 
$1,700,000,000 





A. Gordon Bradt, vice-president, Conti- 
nental Illinois National Bank and Trust 
Company of Chicago, who presented two 
sound films on the subject of public rela- 
tions. Refreshments were served at the 
conclusion of the program. 


¢ e . 


Foreign Trade Study 


Bankers interested in foreign trade are 
likely to find some worthwhile information 
in a 65-page study of “Post-War Exports 
from Latin America,” compiled by the 
Bank of London & South America Limited. 
A limited number of copies of the brochure 
are available through J. M. Mayer, sub- 
agent of the bank’s office at 34 Wall 
Street, New York 5, New York. 

The bank recognizes that once Latin 
America’s foreign currency reserves ac- 
cumulated in wartime have been utilized 
to satisfy pent-up demands, the volume of 
international commerce will depend pri- 
marily upon the extent to which Latin 
American products can be sold abroad. 

In view of this, the bank has obtained 
reports from its chief branches in the vari- 
ous Latin American countries, giving first- 
hand information and opinion as to the 
export outlook. These have been combined 
in the brochure. 


« > * 


Bank Credit Men Increase 
Research Activities 


There has been growing evidence that 
the Robert Morris Associates, national 
association of bank credit men, is in a 
process of unusual growth and develop- 
ment. This was more than ever substanti- 
ated at the recent convention at French 
Lick, Indiana, when an expanded research 
program was announced by President 
Kenneth K. Du Vall, vice-president of the 
City National Bank and Trust Company 
of Chicago. 

Under this program, Dr. Charles W. 
Williams of the University of Louisville 
has been engaged as executive director, 
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on a part-time basis, to work with the 
Research Committee. 

One of the projects will be a continu- 
ation of the studies of financial statements 
by industries, which have been jointly 
undertaken with the Federal Reserve Sys- 
tem. The studies will consist of data 
presented in loose leaf form, with appended 
interpretative material developed by bank 
credit specialists. It is pointed out that 
many of the old credit ratios derived from 
previous industry studies are now out of 
date. A long range objective is the build- 
ing up of a reference library for bank 
credit department use. 

Educational manual. The association 
also plans to publish a manual, based on a 
series of nine pamphlets comprising a 
Credit Educational Series. These pam- 
phlets have already been printed, but it is 
now proposed to revise them and combine 
them in a single volume. 
covers such subjects as what the credit 
man should know, credit ethics, acquisi- 
tion of information, statement analysis. 
credit analysis, etc., and should be par- 
ticularly helpful to newer members of bank 
credit departments. 

In addition to national projects, it is 
also planned to stimulate research activi- 
ties in the local chapters. 

Membership in the Associates has been 
growing steadily. Since 1943, the number 
of banks represented has increased from 
392 to over 500, and the number of individ- 
uals who are members has jumped from 
766 to over 1,200. Three new chapter 
groups have been organized during the 
past year, and it is planned to add chapters 
in Texas, the Pacific Northwest and the 
Baltimore-Washington area soon. 


e ° * 


Agricultural Commission 
Adopts Program 


Initiating its program for service to 
country banking in 1946 the A. B. A. 
Agricultural Commission held its annual 
fall meeting in Omaha recently. 

Completing its three days’ deliberations, 
it set up machinery to enlarge its services 
to country banks and to carry out its pro- 
gram through eight working committees. 

Looming large in the work ef the com- 
mission in the coming months will be the 
program of soil conservation and improve- 
ment, and the opportunities for bank 
credit in the financing of conservation 
programs of farmers. It was revealed at 
the meeting that much work has already 
been done on this subject in collaboration 
with the agricultural economists of several 
of the Federal Reserve banks and that a 
manual to assist banks in this field of serv- 
ice is already in preparation. 

It is expected that other practical work- 
ing manuals will also be developed by the 
committees of the commission, one in the 
nature of a guide for county key bankers 
and another dealing with farm lending 
practices. 

The commission now has almost ready 
for.the press a manual on farm implement 
financing. 

Much interest was displayed by those in 
attendance at the meeting for a more 
vigorous prosecution of what has come to 
be known as an outside program for banks, 
meaning, the employment of an outside 


The material 


representative to work among the farmers. 
Steps were also taken to develop further 
the commission’s study of the farm land 
price situation, to make the data more 
complete and to publish it more frequently. 
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Savings Banks Distribute 
Job Directory 


High praise has been given to the savings 
banks of New York State for their publica- 
tion of a 64-page booklet designed to aid 
the unemployed. Entitled, “An Employ- 
ment Directory to Jobs in New York City,” 
the booklet is available free at all member 
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institutions of the Savings Banks Associ- 
ation of the State of New York. 

The booklet contains information as to 
age, sex and experience needed for many 
types of jobs. It names the districts where 
different industries are centered. Those 
who are handicapped are informed as to 
the best ways to find jobs. The personal 
analysis chart, of especial importance in 
job evaluation, has the job-seeker ask him- 
self about the jobs he has had and liked, 
skills he possesses, education, interests and 
particular talents and aptitudes. Once 
properly filled in, the reader is able to help 
himself find the best field of endeavor. 
One chapter is given over exclusively to 
services for veterans. 

Approaches to job hunting are taken up 
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We offer to share our experience of 33 
years in the so-called consumer credit field 
with banks operating outside of the metro- 
politan St. Louis area, who become our 
correspondents. This cannot be done effec- 
tively by mail, at least at the beginning, 
so a trip to St. Louis to study our complete 
organization is suggested. This service is 
particularly valuable to banks which are 
just starting a consumer credit department. 
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in detail and the booklet tells specifically 
about interviews and the manner in which 
one may determine his particular qualifi- 
cations. A listing is made of various help- 
ful agencies: United States Employment 
Service, community and civil service 
agencies, vocational guidance, trade as- 
sociations, plant personnel offices and trade 
centers. Special sources including those 
most applicable to the veteran are dis- 
cussed in the manual. 

While the initial booklet, of which 100,- 
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000 copies have been printed, is principally 
for those living in New York City, a similar 
upstate edition is now under consideration 
by the savings banks. 

¢" °¢@ > 


France Nationalizes Credit 


The trend toward nationalization of 
credit in other countries continues. The 
Bank of France and four large deposit 
banks (Credit Lyonnais, Societe Generale, 
Comptoir National d’Escompte de Paris, 
and Banque Nationale pour le Commerce 
et I’Industrie) were transferred to State 
control on January 1. 

After January 1, bank shares will be 
transferred to the State which will hold all 
funds in trust for the nation. Shareholders 
will receive negotiable bonds to replace 
their shares, in amounts equal to the 
liquidation value of the shares, as deter- 
mined by a committee guaranteed for its 
impartial judgment. The bonds will be 
amortized over a maximum fifty-year 
period. They will carry a maximum inter- 
est of 3 per cent. 

The four large deposit banks, with 
branches throughout France, possess a 
total capitalization of 2,675 million francs; 
their deposits, as of August 31, 1945, 
amounted to 207 billion francs, represent- 
ing 55 per cent of all bank deposits in 
France. 

Not all-inclusive. Local or regional 
banks are not subject to nationalization, 
nor are commercial banks whose chief func- 
tion is foreign operations. 
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INLAND PORT 


In value of commerce Buffalo is the largest 
inland water port in the United States. 


Rated by volume it ranks third. 


The Marine Trust Company has aided the 


development of this commerce since 1850. 


Member of Federal Deposit Insurance 





MARINE TRUST COMPANY 


Buffalo’s Oldest and Largest Commercial Bank 








While commercial banks will not be 
nationalized, they are brought under cer- 
tain rules and controls. They cannot 
accept public deposits; they are to be- 
come solely establishments which permit 
individuals to group their efforts and capi- 
tal to create or develop business enter- 
prises. Control over these banks will be 
exercised by a government commissioner 
appointed to each large bank and its legally 
constituted affiliations. The commissioner 
will be empowered to veto governing board 
decisions which might operate contrary to 
national interests. 

For over-all direction and control of 
credit, the Government plans to establish 
a national council responsible for formu- 
lating credit policy and adapting it to the 
economic evolution of the nation. 

° * 6 


Modern Mortgage Contract 


Proclaimed as something new in home 
financing is the Perma-Fund Plan intro- 
duced by The Fifth Third Union Trust 
Co., Cincinnati. Some of the features are 
as follows: 

1. The accumulation of a reserve fund 
is encouraged, as there is no penalty for 
pre-payment of principal. 

2. There is provision for a_ limited 
waiver of payments. 

3. Additional money for moderniza- 
tion, repairs or emergency needs can be 
borrowed during the course of the contract 
without increasing the monthly payments, 
although with the limitation that such 
borrowings cannot raise the loan above the 
original amount or above 60 per cent of 
the appraised valuation of the property. 

4. Interest rates decline automatically. 
The borrower pays 4% per cent for three 
years, 4 per cent for five years, and 3% per 
cent thereafter. 

5. There is no appraisal fee. 


° ° * 


Tribute to Employees 


Another foremost banking institution 
has reached the coveted three-quarter of a 
century mark. Crocker First National 
Bank of San Francisco attained the 75- 
years-old milestone on November 30, and 
in so doing recognized a special debt of 
gratitude to members of the staff for con- 
tributing so measurably to the bank’s 
success. 

Sd ° ° 


Changes in Name 


In line with a trend in recent years, two 
of the most prominent Morris Plan insti- 
tutions have just changed their names to 
indicate a broadening of their services. 

The Morris Plan Industrial Bank of 
New York has received approval to change 
its name to Industrial Bank of Commerce. 
It is understood that plans are also in the 
making to expand the scope of the bank’s 
operations. 

The Morris Plan Bank of Virginia has 
become The Bank of Virginia, effective 
December 31. The institution has long 


been stressed as a bank for the individual, 
and officers state that it is not decreasing 
its interest in this personal phase of bank- 
ing, but merely broadening its appeal to 
all types of business. 
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COOPERATION IN THE GROWTH OF AMERICA 


Since its founding in 1803, The Philadelphia 
National Bank has seen the Nation grow to 
economic supremacy . . . expanding westward 


across rivers, mountains and wide plains. 


As new industrial centers developed behind 
the tide of the steadily advancing frontier, the 
smaller, newly established banks naturally 
looked to the East for assistance in financing 
the loans which helped build the factories and 
productive farms of the strong America we 


know today. 








The Philadelphia National is proud to have 
played a leading role in this development— 
for not a few of these banks turned to it for 


experienced and dependable cooperation. 


Today, the total number of Philadelphia 
National’s correspondent banks exceeds a 
thousand—many of these relationships dating 
back to pioneer days. This same quality 
cooperation is available to you. We shall be 
pleased to discuss with you in detail the 


benefits of forming such a relationship. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 


PHILADELPHIA 1, PA. 


MEMBER FEDERAL 


DEPOSIT 


INSURANCE CORPORATION 
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NATIONAL BANK OF DETROIT 


ANNOUNCES THE ELECTION OF 
JOHN N. McLUCAS 


FORMERLY VICE PRESIDENT, COMMERCE TRUST CO. 





KANSAS CITY, MISSOURI 


MORE RECENTLY MAJOR U.S.A.A. F., 
NORTH ATLANTIC DIVISION, AIR TRANSPORT COMMAND 


AND 
EDWARD ADAMS, JR. 


FORMERLY VICE PRESIDENT, GRACE NATIONAL BANK 


NEW YORK CITY, NEW YORK 


MORE RECENTLY LIAISON OFFICER FOR MICHIGAN 
FOR THE FISCAL DIRECTOR, ARMY SERVICE FORCE 


AS VICE PRESIDENTS 


MR. ADAMS AND MR. McLUCAS WILL BE ASSOCIATED WITH THE 


DIVISION DIRECTED BY HAL Y. LEMON, GENERAL VICE PRESIDENT 




















In writing to advertisers please mention The Burroughs Clearing House 














oe i , 





VOL. 30, NO. 4 


Zhe Burroughs 
Clearing House 


15 





JANUARY, 1946 





Lafferty, Crawford, Lindquist 


STREAMLINED POST-WAR VERSION 





A lobby gathering of F.A.A. officers at The Homestead : Messrs. Reed, Goodenough, Brown 


Bank Merchandising 


A direct report on latest ideas and trends in promotion and 
public relations, gleaned from the recent F. A. A. convention 


HE war’s end has brought a 

heightened interest in promo- 

tional and selling activities in 
banks, as they visualize unparalleled 
competition for an expanded volume 
of business. There is also an awakened 
sense of public relations problems 
ahead. To find out what some of 
banking’s top-flight merchandisers and 
public relations specialists are think- 
ing, planning and doing, the writer 
attended the 30th annual convention 
of the Financial Advertisers Associ- 
ation, held recently at The Homestead, 
Hot Springs, Virginia. 

First, it is proposed to cover briefly 
the organizational developments which 
took place, and then to devote major 
attention to the personal views ex- 


By 
HARRY V. ODLE 


Associate Editor, 
THE BURROUGHS CLEARING HOUSE 


pressed and important trends disclosed 
at the meetings, clinics, and those in- 
formative little private gatherings in 
the “‘wee hours.” 

Leadership in the association is in 
experienced hands for the coming year. 
An F. A. A. veteran, Dale Brown, 
assistant vice-president, The National 
City Bank of Cleveland, has been 
advanced to the presidency. He 
succeeds J. Lewell Lafferty, vice- 


president, The Fort Worth National 
Bank. Other officers who moved up a 
notch are: first vice-president, Swayne 
P. Goodenough, vice-president, Lin- 
coln Rochester Trust Company, 
Rochester, New York; second vice- 
president, Robert Lindquist, assist- 
ant vice-president, American Na- 
tional Bank and Trust Company of 
Chicago. The new third vice-presi- 
dent, destined for the presidency in 
three years, is Allen Crawford, vice- 
president, Bankers Trust Company of 
Detroit. Fred W. Mathison, assistant 
vice-president, National Security Bank 
of Chicago has been renamed treasurer; 
Preston E. Reed continues as executive 
vice-president. 

An expanded organizational pro- 
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“Pres” Reed and Miss Lucy David greet Chester Price, Chicago 


The F. A. A. had a 26% membership increase in 1945; now tops 1,000 


gram appears to be in the cards for the 
coming year. For example, a com- 
mittee has been set up to study the 
establishment of an Institute of Public 
Relations. This, according to present 
thinking, should be a short, intensive 
course in public relations, sponsored 
by the F. A. A., and set up at some 
university, to give training to associa- 
tion members and to other bankers. 
The details are yet to be worked out. 

More regional meetings are definitely 
on the agenda for the year. A number 
of cities throughout the country have 
been tentatively selected for these 
decentralized gatherings. Also the 
F. A. A. plans to encourage the forma- 
tion of small, localized discussion 
groups which will not necessarily be 
restricted to association members, al- 
though they will comprise the nucleus. 

Another of the plans ahead calls for 
increased publicizing of the activities 
of the association, the directors and 
officers having decided it was time the 
group “took a dose of its own medi- 
cine” in this regard. A permanent 
advertising and publicity committee 
has been named to establish a unified, 
year-around program. 

A project under active consideration 
is the preparation of an educational 
slide film on the subject of public 
relations. 

An outstanding topic of conversa- 
tion among the delegates was the 
advisability of launching some kind of 
a national advertising campaign in con- 
junction with other responsible bank- 
ing organizations, which would serve 
to acquaint the public more ade- 


Clinic on bank quarters: Arthur J. 
Howell, Detroit, cites examples 
of new and modernized offices 


quately with the purposes and func- 
tions of banking. There appeared to 
be virtual unanimity as to the desira- 
bility of such a project on an extensive 
scale, comparable to the programs of 
the railroads and life insurance com- 
panies, although it was commonly 
acknowledged that such a campaign 
would not be a cure-all for banking’s 
public relations problems. The sub- 
ject, which has been discussed in 
the association for some time, is re- 
ceiving serious official consideration. 

During the past year proposals were 
again advanced to change the name of 
the association to one of broader scope 
encompassing the concept of public 
relations. Apparently majority opin- 
ion still favors retention of the present 
familiar designation, for no action has 
been taken on the suggestions. 


There has also been some discussion 
as to the advisability of restricting or 
limiting the F. A. A. membership, in 
view of the organization’s rapid expan- 
sion during the past year, when there 
was a 26 per cent increase to a total 
membership of 1,040. However, it 
has been officially decided not to in- 
voke any such limitation, but to keep 
the group open to those who can 
benefit from what it has to offer. 
Many of the new members are from 
smaller institutions, and it is felt that 
the F. A. A. can do much to raise the 
general level of promotional and public 
relations activity among these banks 
which do not have specialized depart- 
ments for this work. 


N this connection, the association is 

studying ways in which it can provide 
advertising material for the small bank 
members. According to J. Lewell 
Lafferty, past president, some progress 
has already been made in this direc- 
tion, through a series of appropriate 
illustrations appearing in the F. A. A. 
Bulletin. 

At its board meeting the association 
formally accepted the invitation to 
make San Francisco the convention 
city next fall. The date will be 
October 1, or thereabouts. 

In outlining desirable objectives for 
banking in the years ahead, President 
Dale Brown at the annual banquet 
declared that individual banks should 
do a better job of explaining their func- 
tions and policies to the public, and 
should seriously consider advocating a 
national advertising campaign for the 
good of all banking. He also main- 
tained that banks have been remiss in 
doing little to understand their mar- 
kets, or to understand. what is on the 
public mind. He proposed that banks 
remedy this by national and localized 
public opinion surveys, which should 















































Tt 





THE BURROUGHS CLEARING HOUSE—January, 1946 


Business-building ideas are freely traded at this commercial departmental, and similar informal F. A. A. sessions 


be studied by top management, and 
appropriate action taken to overcome 
disclosed deficiencies. 

A critical view of banking’s public 
relations efforts in the past was also 
taken by Hugh H. McGee, well-known 
vice-president of Bankers Trust Com- 
pany, New York, in his address at the 
opening general session. “In my 
opinion,” he declared, “‘the poorest job 
of selling itself to the public, to make 
no mention of the public’s representa- 
tives in government, has been done, 
or, if you will, has nof been done by 
the private banking system in this 
country.” He cast an approving 
glance at the jobs of selling the public 
done by the railroads and the telephone 


system, and contended: “In our 
advertising, we must definitely com- 
mit ourselves to programs and make 
them as specific as possible.” He re- 
ferred to a series of advertisements 
prepared and widely disseminated by 
his institution; these advertisements, 
entitled ““The Banks are Ready,” set 
forth in simple language some of the 
facts relating to banking and its definite 
plans in behalf of the nation’s economy. 


i HE other general session speakers 
likewise stressed the public relations 


theme. They were John J. Joseph, 
assistant vice-president, The Ohio Bell 
Telephone Company, Cleveland, and 
Edwin B. Dooley, director of public 


information, General Foods Corpora- 
tion. 

Most of the real work of the F. A. A. 
conventions is done at the depart- 
mental and clinic meetings, at which 
members readily exchange ideas and 
describe programs which have proved 
successful in their institutions. Fol- 
lowing are some of the highlights, 
gleaned from these meetings or from 
private conversations, and arranged 
by subject headings. 


Commercial Development 


One of the most interesting ideas 
encountered was the plan of the Cen- 
tral Trust Company, Cincinnati, to 
open a market research department as 
of the first of the year. It will have 
three functions: 1. To aid the bank in 
ascertaining local public opinion, en- 
abling the institution to shape its 
policies and services in tune with such 
findings. 2. To assist in direct busi- 
ness promotion, through a _ detailed 
analysis of prospective sources for 
specific services, etc. 3. To provide 
helpful counsel to the bank’s cus- 
tomers, especially the smaller concerns 
which lack specialized marketing 
“know-how.” Other lines of business 
have found market research extremely 
valuable, and its application to bank- 
ing would seem to be a logical step. 

Unusual interest was manifested in 
the favorable experience of the First 
National Bank, Union City, New Jer- 

See BANK MERCHANDISING—Page 45 


Clinic on outdoor and transportation 
advertising: Harry G. Duntemann, 
Chicago, leads a discussion 
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Safeguards in Sarr 


Deposrr 


HERE was a time, not so long 

ago, when the rental of safe 

deposit boxes was primarily linked 
with large midtown banks. Today, 
as vault equipment manufacturers will 
testify, there is a trend toward in- 
creased safe deposit business in branch 
banks and in the smaller community 
banks. 

As vault equipment again becomes 
readily available this trend will doubt- 
less be accentuated, and thus the 
proper operation of the safe deposit 
function seems destined to become in- 
creasingly important. We are glad to 
contribute our thoughts, and our 
experience in the managing of a com- 
paratively modest deposit vault, for 
the particular attention of the smaller 
institutions —although others may find 
the recommendations of interest. 

No safe deposit department is so 
small as to justify careless operation, 
nor too small to permit sound oper- 
ation. The strict standards of safety 
expected of even the smallest bank are 
indicated by a recent statement of the 
New York Safe Deposit Association. 
“What was considered prudent a 
decade ago,” it is pointed out, “might 
not now be construed as prudence. 
The days when a bank could safely 
accept a tin padlocked box from one 
of its customers, without any receipt 
or record, and toss it up on a shelf in 
its vault, are gone forever. The degree 
of prudence with which an institution 
has operated its safe deposit vault will 
be determined, in the event of a law- 
suit, by a comparison of its operating 
procedure with that of well managed 
institutions engaged in the same busi- 


bP] 


ness. 

As I see it, the factors involved in 
the proper operation of a safe deposit 
department are four: equipment, per- 
sonnel, records, and procedure. The 
balance of the article is concerned with 
a discussion of these four phases, in 
the order cited. 

The ideal deposit. box equipment, in 
my opinion, is that having changeable 
locks. With such equipment, it is 
only necessary after each surrender to 
reset the lock with a new set of keys. 
Since the keys are received from the 
factory in sealed envelopes, it is pos- 
sible to break the seal and set the lock 





OPERATION 


By 
HARRY C. WEHRHEIM 


Manager, Lawrenceville Branch, Peoples-Pittsburgh Trust Company, 
Pittsburgh, Pennsylvania 


No safe deposit department is so small as to justify 


careless operation, says the writer, as he discusses 
sound methods of procedure . . . in an article that will 


be of special interest to community and branch banks 


in the presence of the new renter. In 
such cases, there would seem to be 
little likelihood that even an unpre- 
dictable jury would decide that any- 
one in or out of the bank, other than 
the renter, had duplicate keys for the 
box unless the renter had been negli- 
gent. 

While this may be the ideal arrange- 
ment so far as keys and locks are con- 
cerned, many of us are not in a position 
to operate on this basis. In our own 
case, we have three different types of 


In addition to outlining proper procedures, the article also presents Mr. Wehrheim’ 


Attendant admits customer to vault 
in the Lawrenceville branch 





locks and keys, and re-rent a box with- 
out change of either lock or key, pro- 
vided both keys are returned by the 
renter who surrenders the box. This 
is a concession to present day condi- 
tions resulting from maximum rentals 
and from manufacturing restrictions. 

Regardless of equipment, careless 
handling of keys leaves the bank open 
to embarrassment if it should ever 
have to defend itself in a suit for 
mysterious disappearance. We see 
that unrented keys are locked up and 


Customer signs identification slip, 
attendant checks signature file 
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Mr. Wehrheim with new customer who is signing contract 


for safe deposit box 
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Changing lock on box, in presence of new customer 


who has keys in sealed envelope 


The best place to stop possible claims for losses: Making sure new renters are responsible people 


accessible only to a few responsible 
people. Guard keys are in the pos- 
session only of those whose duties 
require their use. 

Incidentally, to a safe deposit man 
it should be a serious offense to refer 
to this guard key as a master key, as 
the term “master key” implies that it 
will open any box. No doubt many 
bankers have been amazed when a 
customer suddenly remembers that he 
wants to take something from his box, 
and not having his key, suggests that 


Customer’s key returned to him before 
he leaves vault for booth 








his box be opened for him. In the 
rental of a box, we make it crystal 
clear that the renter has the only keys 
which will open his box. We explain 
that if the keys are lost, it will be 
necessary to open the box. at his ex- 
pense. 

We have found that it is preferable 
to obtain all keys from the manu- 
facturer rather than from various 
locksmiths. If this is not done, there 
in time will be outstanding valid keys 
and perhaps unauthorized duplicate 


views on the records, equipment and personnel required for sound operation 


Customer takes box into private booth. 
Attendant avoids handling contents 





keys which will be hard to detect. 

Good equipment is important. How- 
ever, the best equipment in the hands 
of unqualified personnel can be much 
more dangerous than mediocre equip- 
ment in the hands of capable personnel. 


OF late, I believe, there has been a 

decided change in the attitude of 
bank management toward the men and 
women who are responsible for safe 
deposit boxes. Twenty-five years ago, 
the safe deposit department seemed to 
be a convenient place to put faithful 
old employees who had outlived their 
usefulness in other departments of the 
bank. This was probably due to the 
fact that this department appeared to 
be of minor importance, its responsi- 
bilities limited, its duties simple. There 
has been a revision in this thinking. 
In many safe deposit departments 
there are now men and women who 
are in the prime of their banking 
careers. There is today increased 
recognition of the fact that in the 
safe deposit department there are vital 
responsibilities, perhaps more impor- 
tant than in other banking depart- 
ments. 

The fact that the extension of 
responsibility and possible liability in 
safe deposits is usually an unknown 
quantity makes every deposit transac- 
tion important. A _bank’s loaning 
officers only have authority to make 
commitments up to specified limits. 
The responsibility of tellers and book- 
keepers is limited. But in the safe 
deposit department you may have two 

See SAFE DEPOSIT OPERATION—Page 52 

















20 


Bankloan Pl 





THE BURROUGHS CLEARING HOUSE—January, 1946 


# 
- oe 





Deacer FINANCING 


E Bankloan Plan introduced 
some three months ago by the 
American Trust Company, San 
Francisco, for financing durable con- 
sumer goods and home improvements, 
has created widespread interest. So 
successful has it proved during the try- 
out period that the bank’s manage- 
ment is now making it available for 
the use of other banks generally. 

As announced, the Bankloan Plan is 
a complete program under which the 
bank can provide local retailers with 
facilities for financing installment sales. 
It includes: A standard recourse plan 
for handling equipment financing. A 
new non-recourse plan. A flooring plan 
for household appliances, furniture, 
etc. A plan for FHA Title I moderni- 
zation. loans. 

The American Trust Company, 
which operates sixty-four banking 
offices in Northern California, has long 
had a highly developed installment 
financing department. This was started 
in 1934 and covers nearly everything 


Details of the financing 


By 
EARL BURKE 


Western Correspondent, THE BURROUGHS CLEARING HOUSE 


A complete sales program especially developed by 
American Trust Company, San Francisco, to attract 
a maximum volume of consumer credit business, has 
already proved so successful that it is now being 
offered to banks generally as a good-will service 





from small electrical appliances to 
heavy industrial machinery. Over the 
years the bank has handled a sub- 
stantial volume of this class of busi- 
ness. Earnings from this source have 
been satisfactory and the bank has 
enjoyed an extremely low loss ratio. 
The new Bankloan Plan was de- 
veloped to obtain and service a greater 


plans offered to dealers through the Bankloan program, including the flooring arrangemen 


volume of consumer financing in the 
post-war period. The plan was worked 
out by the bank’s officers, drawing 
upon their experience, and includes a 
number of suggestions made by corre- 
spondent banks whose officers have 
been familiar with its development. 
The plan includes the following serv- 
ices for dealers. 
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Beiicivie Merchandise. Any articles of house- 
hold equipment or furniture may be financed and 
you may include minor appliances. 


Qrerni. Maximum terms, down payments and 
minimum monthly payment are now subject to 
Federal regulation. Details are not printed here be- 
cause of probable changes, Our branch managers 
can inform you of present requirements. 


rates. Our basic charge to you is $5 per $100 per 
year with a minimum charge of $3. We suggest 
that you charge your customer $6 per $100 per 
year, and you will earn the difference betwcen these 
rates. We have charts to help vou compute these 
charges and the monthly payments. 


_ ORBLE At no additional cost to wou or the 
buyer, our insurance program: provides coverage 
for the unpaid balance due on the merchandise 
against all ordinary hazards including fire, wind 
storm, explosion, theft or transportation. In addi- 
tion you are protected for the unpaid balance due 
on the merchandise for loss by embezzlement, il- 
legal concealment or fraudulent disposal of the 
merchandise. To prov ide adequate information to 
our msurance company it ts important that vou de- 
seribe in detail all items covered by the contract, 
giving the model and serial number of apphances. 


a Forms, We shall gladly supply you with all nee- 
essary contracts, credit statements and rate ¢ 










i. tures and automobiles. All general banking serv- 





& Credit Investigation, We urge that each credit 
be checked before you deliver the merchandise. 
If you do not have the proper facilities, we can 
quickly make the inv estigations for you. 


Ls oe 
@ 65). tiONS. We are well equipped to make all 
ollections Your cooperation in effecting the col 
Mection of slow accounts will be invited, but you 
“will be under no ob ligation to repurchase defaulted 
congracts until they are at least 6o days past due. 


: 
¥ 
4 
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@x. serves. Holdbacks other than the interest dif- 
ferential will be kept at a minimum. 2¢ on appli- 
ancesand 10% on furniture will be maximum figures. 
Your financial starement will be the basis for deter- 
muning the exact figure. Periodical refunds of ex- 
€ess reserves will be made by mutual agreement. 








utchase Agre ye When we have 
upon the terms, a depurchase agreentent 
gal be drawn. It will sheitier amount of finance 
charge and Sate of holdback. rand will include your 
agreement to fepure hi ast) fit our request contracts 
that becortte 60 days deheiquent It will also state 
our obligations to make collections and to provide 
the insurance coverages already described. 
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“ 


Gotiver Credit. If properly conducted, this plan 
will strengthen vour bank credit standing and make 
va it possible for us to provide you with other types of 

credit for any sound purpose. These may include 
funds to discount bills, modernize or erect store 
premises and repair or purchase equipment, fix- 








% Eligible Merchandise. Any new major house- 
hold appliances of standard make or any combina- 


cause of probable changes. Our branch managers 
can inform vou of presént- requirements, 


tion of new major appliances may be financed on u 
one contract. Minor appliances such as mixers and c 
V 

toasters may be included to a maximum of approxi- 
mately 204 of the total sale. ¢) 
5 \ 
rer. Maximum terms, down payments and ' 
minimum monthly payments are now subject to 5; 
Federal regulation. Details are not printed here be- 
| 


Grates. Your charge to the customer will be $6 per ' 
$100 per year with a minimum charge of $4. All 
of this charge, plus a 1% additional non-recourse 
feé, will be retained by the bank. 


PEASE At no additional cost to you or the 
buver our insurance program provides coverage 
for the unpaid balance due on the merchandise 
against all the ordinary hazards of loss including 
fire, windstorm, explosion, theft or transportation, 
The description of appliances on your contract 
maust include model and serial numbers. 





F ornts, We shall gladly supply you with all nec- g 
“essary contracts, credit statements and rate charts. 


é. redit Investigation. We reserve the right to 
decline any credit which we do not approve. In 
order to avoid embarrassment to yourself, we urg 
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1. Installment loan facilities for 
discounting contracts, modernization 
notes, and for flooring merchandise. 

2. Short-term loans for discounting 
bills and for current needs, including 
revolving loans against accounts re- 
ceivable. 

3. Capital funds in certain cases on 
a long-term basis for erecting suitable 
buildings, modernizing and improving 
' present structures and adding to 
equipment and fixtures. 

4. Long-term loans for working 
capital or refunding purposes. 
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are reproduced below. American Trust Company 








you to let us make a quick check of each applica- 
tion before you deliver the merchandise. 





“ Collections. We shall make all collections and 
will require that all payments be made directly to 





us. If a customer should make payment to you, his 
check or remittance should be forwarded to us 
without delay, duly endorsed. 


3 Repossessions. We shall enter into an agreement 
with you which will provide that when the account 
becomes delinquent, and upon our request, you 
will make the actual repossession of the merchan- 
dise. Repossessed equipment will be stored by you 
free of charge, and if repairs are necessary, you 
will agree to have the work done for us at Cost, 


One of our representatives w ill then agree with you 
ona price for the resale of the equipment, and we 
will pay you a commission of 30¢ for completing 
the sale. Any costs or delivery expenses in connec- 
tion with the new sale will be borne by you, and 
trade-ins will not be accepted as part payment to 
us. If a contract is necessary to finance this second 
sale, and when we have approved the credit, it will 
be purchased from vou without recourse. Ic will be 
subject to the same agreement that covered the 
original contract, except that, we shall not deduct 
the 14 non-recourse fee from your net. 






















§ Service. It is of primary importance that you 
provide service on all appliances in accordance with 
factory guarantees and standard trade practices. If 
vou fail te provide necessary service you become 

fully liable for the unpaid balance of the contract. 
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J. O. ELMER, Jr., HARRIS C. KIRK and B. W. LUKE, American Trust 
Company officers, discussing Bankloan activities 


€ Eligible Merchandise. Flooring credit on any 


Unlike national finance programs, the Bankloan approach is essentially at the dealer level 


5. Loans on warehouse receipts, 
trust receipts and chattel mortgages. 

Plans for this new activity began 
about two years ago. Harris C. Kirk, 
vice-president, B. W. Luke, assistant 
vice-president in charge of credits for 
the bank’s installment loan operations, 
J. O. Elmer, Jr., assistant vice-presi- 
dent and manager of the equipment 
loan division, W. H. Taplin, vice- 
president in the banks and bankers 
department, Lester B. Johnson, adver- 
tising manager, and the Leon Living- 
ston Advertising Agency, all played a 





FS 


standard household appliances is available. Youwill | 
be expected to pay approximately 10% down on, 
your purchase ‘and we will finance the remaindef 
by means of a note and trust receipt. 






















GO terms. Notes will be drawn for a period of go 
day's and will be cligible in most cases for two 30- 
day renewals. Principal payments of 10g will be re; 
quited.at each renewal. Occasionally Your whole+ 
saler mdy make arrangements with ts for more” 
extended terms, ; 4 





€ Rates. Our basic rate is 1 4 ¢ for 96 days plus a flac 
charge of 14. Renewals will be at the rate ‘of 6¢ per 
annum with no additional fee. 













g Procedure. When you order merchandise from 
your wholesaler, inform him that you want to floor ~ 







W. H. TAPLIN and LESTER B. JOHNSON conferring on 


favors use of the recourse plan for reasons cited in the article 


€ Insurance. You should carry adequateingurance 


Ginepection: ‘A representative of the bank. will 





Plan’s use by other banks 


part in the development and execution 
of the project. 

First, a survey was made to deter- 
mine how many of the banks in the 
Twelfth Federal Reserve District were 
interested in post-war consumer fi- 
nancing. Returns revealed the great 
majority intended to engage in nearly 
all phases of consumer credit financing 
after the war. 

Then a conference was arranged 
with officers of leading Pacific Coast 
banks to discuss post-war consumer 
credit possibilities. The conclusion 


» 


your purchase with American Trust Company, He 

will collect the required 107 down payment and 

send the details of your purchase to the branch 

handling your business. They will prepare the 
“necessary documents, obtain your signacure and 
- _ remit the remaining go to the wholesaler. 





WB Repayment. Floored ivems must be paid for ” 
“promptly when sold, either by cash or by discount: ” 


= 


ing a contract. No substitution of items is per- 
missible on a flooring note. ei eke 


~ protection against fire, theft and all normal haz- 
ards. The amount should cover the total cost of 
_. the equiprhent and the policy should be arranged 
+ through.your own broker. ie 
“make petiodig inspections of the merchandise, Tt is 
_-expertes Vou will provide him: with any assist- 
“ance he may need co complete these inspections in 
a satisfactory manner. ee 
oa eae r 2 . 
pecmonserarors. You niay have occasion to place 
floored items in private homes as. demonstrators. 
This will be in order providing you let us know 
where the merchandise will be. If it should be out 
of the store for more than two wecks at one time 
we shall expect you to pay for it. 


ooo 
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was reached that the practical thing 
to do was to encourage all interested 
banks to go into dealer financing. 

The reasoning behind this conclu- 
sion was that conditional sales con- 
tracts obtained from appliance, furni- 
ture and equipment dealers, together 
with modernization notes acquired 
from contractors and material dealers, 
offered the best business prospects for 
the installment financing program 
proposed. It was also obvious that 
only through purchasing this type of 
dealer paper could the banks hope to 
reach the many thousands of new- 
comers to the West and the prospective 
borrowers who might not voluntarily 
turn to a bank for their credit 
needs. 

Next came an investigation of the 
sources and methods of obtaining this 
class of business. It was evident that 
determined efforts were being made by 
many sources to control dealer paper 
through the manufacturers and the 
wholesale distributors. These at- 
tempts, the bank stated, usually in- 
volved underwriting or the assumption 
of contingent liabilities by the manu- 
facturers and wholesalers in order to 
obtain a temporary sales advantage 
for their products. In these cases the 
manufacturers and distributors gener- 
ally admitted that such underwriting 
seemed necessary to insure retail dis- 
tribution and involved an over-all 
master plan. 

The bank’s management was con- 
vinced that it was practically impos- 
sible to work out a financing arrange- 
ment that applies equally well in 
Pocatello, Idaho, or Santa Ana, Cali- 
fornia, or over in the gold mining 
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country: where the selling season is 
short, 

Having decided that a plan be 
worked out to meet local conditions, 
the next step’ was to devise new 
methods which would accomplish the 
purpose of factory-sponsored programs 
without placing entire reliance upon 
the manufacturers and distributors. It 
called for stressing the fact that the 
local bank, in rendering a personalized 
service to the local dealer and knowing 
the needs of the community, was in an 
ideal position to serve the consumer. 
With adequate retail financing by 
local banks assured, it becomes un- 
necessary for either the manufacturer 
or the distributor to guarantee or 
underwrite the program, except for 
the quality and performance of his 
product. 


HE bank’s management feels that 

the dealer can have a sound program 
through the Bankloan Plan because of 
the close relationship that is developed 
between the local banker, the dealer 
and his customers. The program is 
flexible to meet changing conditions in 
any community, or varying conditions 
between communities. In times of 
stress or emergency, the local banker 
who knows the basic stability of his 
borrowers can avoid the necessity of 
repossessions and of throwing dis- 
tress merchandise on the market. 
The program also provides that the 
dealer and his local banker can arrange 
to include several brands or manu- 
facturers’ products on the same cus- 
tomer’s contract. 

A non-recourse plan, featuring a 
6 per cent rate to the consumer and 


providing the machinery for marketing 
repossessed merchandise through the 
dealer who originally sold the mer- 
chandise was included in the program, 
along with the more conventional types 
of financing such as recourse plans and 
complete flooring facilities. 

An explanation of the financing pro- 
gram at this stage was printed in a 
booklet and mailed to correspondent 
banks in the Twelfth Federal Reserve 
District. It was also mailed to manu- 
facturers and distributors with the 
information that many banks here 
were prepared to handle the business 


in this way. The response from these ~ 


quarters was very favorable and Mr. 
Kirk and his associates were convinced 
they were on the right track in develop- 
ing a program which would permit 
local banks, even those in small com- 
munities, to compete on favorable 
terms with other sales financing pro- 
grams. 

The next move was to develop sales 
aids for retail dealers. It was realized 
that the bank must go to the individual 
retailer, located at the “‘grass roots” 
of the business, and offer him not only 
attractive plans but also practical 
sales helps which would make it easy 
for him to use the financing methods 
developed by that institution. 

The mechanics of handling the 
dealer’s part of the program are simple. 
They began with production of two 
sales kits bound in attractive covers. 
The first is an FHA Title I moderniza- 
tion kit, which includes all the neces- 
sary application blanks, completion 
certificates, and note forms required 
to handle such transactions. The four- 

See BANKLOAN PLAN—Page 53 
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Roping in a Loan! 


Proving ‘the sky’s the limit’ when tenacious Director Clutchbill 
scents a profitable piece of business for Ferndale National Bank 


By 
FRED COPELAND 


UST as Mr. Clutchbill was retiring 

for the night the telephone set up 

a commotion. The old director of 

the Ferndale National got scramblingly 

to his feet and made a grab for the 
madly rattling receiver. 

‘Heh? From Camp Cashier’s Rest? 
Yes . .. yes, I remember you, Mr. 
Bero. You say one of your cashier 
patients got away?” 

“Late yesterday afternoon,” came a 
frightened voice over the wire. “Been 
gone ever since! Want you to come 
over and track him down.” 

Mr. Clutchbill began slowly rubbing 
the receiver on the side of his nose, 
then fingered his gray goatee. 

"Es + Es 6 4 Rae 

The telephone wire suddenly shot 
back, “I’ll be there with a car in the 
morning.” 

Early the next day a small, pale-green 
roadster careened up to Mr. Clutch- 
bill’s lawn and stopped with a single 
fender-flap. The old director was 
waiting beside a small yellow valise in 
which was the bank’s Single Action 
45 Colt’s, a pair of tennis sneakers 
and coil of light rope. 

*T want first,” he said climbing in 
beside Mr. Bero, “‘to examine the 
room and surroundings where the 
body was last seen.” 

Mr. Bero, a plump little man with 
pink cheeks and blue eyes that were 
now widened with alarm, opened a 
mouth that was full of words. 

As the car started off in a leap he 
moaned, “I’m heartbroke. My camp 
for tuckered out and disgusted bank 
cashiers is plumb full. I’ve got three 
vice-presidents, and one 18-carat presi- 
dent. It’s him that’s escaped. I’m 
scared the rest will break camp and 
ruin the business if I can’t catch 
Socrates Wemis. Properly stimulated, 
he sang like a canary at evening get- 
to-gethers and was a careless poker 
player.” 

‘What was Socrates Wemis’ body 
design and price range?” interrupted 
Mr. Clutchbill getting down to facts. 

“He was my heaviest payer. A 
small wiry man, red-headed once, I 








“You say one of your cashier patients 
got away ?” 


think, but now has only a kind of 
lemon fuzz around his ears. Wears a 
Spanish war button, striped gray 
pants and a black lounge jacket. He 
has quick little gray eyes.” 

“Hm’f, slippery and fast, I should 
judge,’ commented Mr. Clutchbill as 
the green roadster careened around a 
curve with flying gravel. 

Three quarters of an hour later the 
car entered the serpentine private 
road to Camp Cashier’s Rest. Mr. 
Bero forked into low and stamped the 
end of the throttle into the floor 
boards. 

After a fender flapping ascent of 
two miles they gained a level where a 
silver lagoon led out to a forest-sur- 
rounded pond. Several canoes in 
bright colors floated in an orderly row 
beside a rustic bridge over the lagoon. 
Grouped about were three unpealed 
Daniel Boone cabins. 

“The one with the deer antlers in 
the gable is the Cafe des Cashiers,” 
explained Mr. Bero. “Other two are 
dormitories. Those two fellers waving 
their arms and hollering are arguing 
over a 4 per cent mortgage rate... 
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started at 10 last night. Most of them 
are out at the beach cooling off from 
last night’s poker game.” 

At once Mr. Bero led Mr. Clutchbill 
into the hall of one of the dormitories, 
then ducked sidewise into the assembly 
room to look around. 

“What’s this stranger with the 
goatee come for?’”’ piped up an alien 
voice. 

“I’m having Socrates Wemis’ room 
done over,” came the evading voice 
of Mr. Bero. 

A head wearing a Chairman-of-the- 
Board Van Dyke peered around the 
door edge. 

“‘Where’s Socrates gone?” said the 
voice after the head had ducked back. 

“Down to Fenwitch Village to have 
his mortgage file resharpened,” lied 
Mr. Bero’s voice as he came out of the 
room wearing a wild eye. 

He motioned silently, led the way up 
a stairway and entered a corner room. 

“Hm-m.” Mr. Clutchbill sat down 
his yellow valise and looked around. 
Suddenly he scuffed to a corner and 
picked up a black oxford shoe. ‘“Be- 
longs to Socrates, I assume. Small 
feet, not more than a size six.”” The 
old gentleman dropped it in his 
valise. “Smokes, I see.”” Mounting 
his spectacles he bent over an ash 
tray resting alongside a book on a 
small table. “‘Hm’f! Queer cigarettes! 
Rolled with yellow paper. Ash has 
sort of a reddish hue.” He picked up a 
stub and held it close. ‘‘Cerise No. 2— 
London,” he read. 

“Yeah. They’re really Russian but 
made in London.” 

“And this book . .. look! It’s 
marked with slips of paper.” Mr. 
Clutchbill opened to the markings. 
“Huh, “The Cave of Wild Madge’... 
and —um —‘Crowtail’s Cave’... and 
—eh—‘Mount Horrible.” The old 
director looked at Mr. Bero a long 
moment, then wandered to a small 
box pushed back on a writing desk. 
When the box cover was removed he 
held still, staring, then took out an 
object. ‘“‘Arrowheads! .. . dirt still 
clinging to them. Recently out of the 
ground. Socrates has been hunting 
them. Mr. Bero, who hunts arrow- 
heads in this region?” 

“Why, Gyp Tooler hunts ’em down 
at Fenwitch Village. My gosh! Do 

See ROPING IN A LOAN—Page 55. 
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CONCENTRATED BUYING POWER—that’s 
what a market is. By this measure, 
California is the greatest market in the 
West... one of the greatest markets in 
the world. 

To understand the beat and flow of 
this market’s economic lifeblood, Cali- 
fornia-minded businessmen will find 
Bank of America’s facilities invaluable. 

In more than 300 cities and towns of 
California, Bank of America has com- 
plete banking offices to serve the 
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surrounding areas. Send for “The Cali- 
fornia Trend,” a factual treatment of 
the economic bases behind California’s 
current opportunities. Write Bank of 
America, Dept. AD, 300 Montgomery 
Street, San Francisco 20. 
xk * * 

Bank of America, a member of the 
Federal Reserve System and the Federal 
Deposit Insurance Corporation, has 
main offices in the two reserve cities of 
California-San Francisco, Los Angeles, 


California’s Statewide Bank 


Bank of America 


NATIONAL {8YSTAX2 ASSOCIATION 


LONDON, ENGLAND, BRANCH: 12 NICHOLAS LANE, LONDON, E.C.4@ 


<4 RESOURCES OVER 5 BILLION DOLLARS > 


Blue and Gold BANK of AMERICA TRAVELERS CHEQUES are available 
through authorized banks and agencies everywhere. Carry them when you travel. 





In writing to advertisers please mention The Burroughs Clearing House 
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WASHINGTON VIEWPOINT 
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Housing Bill Assailed 


Members of the American Bankers 
Association were critical in their testi- 
mony on the Wagner-Ellender-Taft 
Housing Bill, claiming that there is 
ample private credit already available 
to finance the huge housing needs of 
the nation. 


Appearing before the Senate Bank- 


ing and Currency Committee, Francis 


G. Addison, Jr., chairman of the 
A. B. A. Committee on Federal Legis- 
lation and president of the Security 
Savings and Commercial Bank, Wash- 
ington, D. C., testified that material 
and labor shortages are the present 
“bottlenecks” in housing construc- 
tion, and not the credit and guaranty 
devices dealt with in the bill which 
would authorize about $1,000,000,000 
for public housing and home building 
advances to private industry. 

“While it is true that we have a 
housing shortage, the way to solve it 
is not through measures which would 
encourage inflationary forces by in- 
creasing the size of the Government 
debt,” Mr. Addison warned com- 
mittee members. 

Ultimately, he sail, the Wagner- 
Ellender-Taft bill would add approxi- 
mately $4,000,000,000 to the Federal 
debt, already at an all-time high level. 

Earl Schwulst, chairman of the 
Committee on Mortgage Financing 
and Urban Housing of the A. B. A., 
and executive vice-president of the 
Bowery Savings Bank of New York, 
emphasized the fact that interest rates 
should be permitted to seek their own 
level. 

Placed in the record were statements 
presented by C. W. Bailey, A. B. A. 
vice-president and president of the 
First National Bank, Clarksville, Ten- 
nessee, John Thomson, cashier of the 
Bank of Centerville, South Dakota, 
and Philip A. Benson, president of the 
Dime Savings Bank, Brooklyn. 

Lewis W. Douglas, president of the 
Mutual Life Insurance Company of 
New York, said that the Wagner- 
Ellender-Taft bill would increase the 
cost of home ownership instead of 
reducing it. Mr. Douglas joined 
mortgage investors and bankers in 
opposing the measure before the Senate 
Banking and Currency Committee. 

He said that the bill’s 20 per cent 
reduction in mortgage interest costs 
would cut the housing costs by only 
4.3 per cent. But this, he said, would 


P. GREGORY, Washington Correspondent 


be offset by lengthening the period in 
which home buyers could pay off their 
mortgages. Extending the amortiza- 
tion period would add 6.5 per cent to 
home buying costs. 

John H. Fahey, Commissioner of the 
Federal Home Loan Bank Administra- 
tion, also testified and warned the 
Senate Banking and Currency Com- 
mittee against depressing interest rates. 
He emphasized that interest and divi- 
dends.paid to small investors and 
savers are directly dependent on ade- 
quate earnings by mortgage lending 
institutions. 

“In considering new aids to privately 
financed housing, designed to bring a 
badly needed reduction of over-all 
costs, we should weigh carefully the 
possibility of forcing mortgage inter- 
est rates down to a level which may 
ultimately raise new and difficult 
problems,’ Mr. Fahey said. 

Simultaneously with the hearings on 
the housing bill, War Mobilization 
Director John W. Snyder called a two- 
day conference of labor, government, 
finance, and management with the 
purpose of discussing ways and means 
of speeding the construction of 500,000 
homes in 1946. 

Those who were invited to attend in- 


cluded representatives of the National 
Association of Home Builders, the 
Construction Advisory Council, the 
CIO, the AFL, the Producers Council, 
the Associated General Contractors of 
America, the National Association of 
Real Estate Boards, the American 
Bankers Association, the National 
Savings and Loan League, the Mort- 
gage Bankers Association of America, 
and the United States Savings and 
Loan League. 


¢ ° 7 


G. I. Bill Revision 


A House-Senate conference revised 
the G. I. Bill of Rights permitting a 
greater margin of leeway for bankers 
in making loans to returning veterans. 
The conference rejected the earlier 
version of the Senate taking away 
from the Veterans Administration the 
final veto power. 

In addition, the maximum loan 
guarantee was raised from $2,000 to 
$4,000 on real estate and for business 
purposes. The House an Senate 
both approved the revised version be- 
fore recessing for the holidays. 

The bill resembles the original 
House-passed bill. Representatives of 








91 YEARS’ EXPERIENCE 
IN THE CANADIAN MARKET 


United States firms who are contemplating enter- 
ing the Canadian field, and American banks de- 
siring information for customers, are cordially 
invited to direct their enquiries to this bank. 


With branches across Canada and agents through- 
out the world, The Bank of Toronto offers com- 
plete banking facilities. 


“BANK TORONTO 


Incorporated 1855 


Head Office : 


Toronto, Canada 
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the American Bankers Association had 
testified before both Houses, members 
of the Senate raising objections over 
the authority given to bankers with 
regard to the loan provisions. 

The compromise measure permits 
real estate loans to be made by any 
recognized lending agency after ap- 
proval by a Veterans Administration 
local appraiser. It is not necessary 
for the Washington office of the 
Veterans Administration to approve 
and certify the loan. It can be done 
in the field. 

The bill also provides that “‘reason- 
able value” be the appraisal qualifica- 
tion for real estate loans, rather than 
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“normal reasonable value.” Other 
changes liberalize educational loans 
and remove the stipulation that if, in 
the future, there is a veterans’ bonus, 
loans made shail be deductible. 

Meanwhile, the Veterans Adminis- 
tration has revealed that the govern- 
ment has guaranteed loans to 39,022 
former servicemen for $63,528,680, 
under the G. I. Bill of Rights. The 
majority of loans, 35,459 for $59,361,- 
517, was made for buying homes, while 
2,740 loans for $3,196,672 were to 
finance small business, and 823 for 
$970,489 to buy farms. 

The government guarantees one- 
half of the loans to veterans, up to a 
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IN INSURANCE HISTORY 


The Thames on Fire 


The great Tooley Street Fire in London June 6th, 
1861, was the second most destructive fire the city 
had ever known. In the great fire of 1666 there had 
been no fire insurance associations to suffer, but in 
this one a loss of nearly £2,000,000 was largely 
covered by insurance. The buildings in which the 
fire started, and others adjoining, were ranked 
among the best risks of their class and thought to 
be in a large degree fire resistive. But they could 
not stand up to the enormous heat caused by the 
combustible merchandise they held. Large quanti- 
ties of tallow stored in the buildings’ basements 
melted and ran blazing into the Thames, greatly 
endangering the shipping. Weeks passed before the 
fire was finally extinguished, and the Chief of the 
London Fire Establishment lost his life in it. As a 
result of this fire the rates for mercantile insurance 
were put up on the “panic” principles, and require- 
ments were made regarding the classification and 
storage of merchandise and the structural condition 
of the buildings. 


Many of our most respected fire regulations 
came about because of some preventable 
catastrophe. The NATIONAL UNION and 
BIRMINGHAM have long been advocates of 
protective measures designed to save lives 
and needless property waste. 
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maximum guarantee of $2,000 each. 
Officials said that figures were not 
available on the total value of the 
loans, but that the government guar- 
antee probably represents about 47 
per cent. 

Since the first loans were granted in 
September, 1944, inquiries have béen 
received from 80,160 veterans; 4,958 
applicants have been rejected and 
1,599 are under consideration. 
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FDIC Exempted From 
Reorganization Plans 


President Truman has signed the 

government reorganization bill which 
exempts the Federal Deposit Insurance 
Corporation and the Securities and 
Exchange Commission from White 
House interference during the life of 
these two agencies. 
- Under the measure, any reorganiza- 
tion plan which includes the FDIC will 
have to be submitted separately for 
House and Senate acceptance or rejec- 
tion. It is widely reported that the 
Bureau of the Budget has under con- 
sideration several government reor- 
ganization plans, which may involve 
the Federal Reserve Board and the 
Office of the Comptroller of the 
Currency. 

During debate on the reorganization 
bill, Senator Arthur H. Vandenberg 
objected to the so-called half-way 
exemption of the FDIC, paying at the 
same time a tribute to the nation’s 
banking system. 

“If it had not been for the total 
and magnificent confidence which the 
American people had in their banking 
system and the sanctity of their de- 
posits, as a result of the operations of 
the FDIC during the past twelve 
hectic years, God only knows what 
would have happened in the United 
States,”’ he said. 

“I know of nothing more important 
as a matter of fundamental psychology, 
than that it should be removed from 
any possibility of suspicion that it is 
going to be manipulated into some sort 
of a different status or a different 
organization.” 


Victory Loan Results 


Secretary of the Treasury Fred M. 
Vinson revealed that the Victory Loan 
Drive, the last of the major war financ- 
ing drives, which closed on December 
8, 1945, attracted subscriptions in 
excess of $20,000,000,000, or $9,000,- 
000,000 above the over-all quota. 

Series E sales totaled $1,372,000,000, 
or $42,000,000 above the goal, while 
total sales to individuals of other than 
Series E bonds, were $4,236,000,000. 
Sales to corporations were $13,013,- 
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Serving You in Southern California 
: is the 


SECURITY: FIRST NATIONAL BANK 


of Los Angeles 


, with resources of over 1% billion dollars 
and 120 offices and branches from 
Fresno to the Mexican border. 


? MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


: Head Office: 
Sixth and Spring Streets « Los Angeles 14, California 
Founded in 1875 
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What "4 head por 


STOCKS 


in 1946? 
Is an Inflation Boom ahead? 


What Stocks are most undervalued? 
Whar outlook for Rails, Utilities? 


NITED’S Annual Forecast, just 

issued, answers these and other 
questions of vital importance to busi- 
nessmen and investors. This consensus 
of the country’s leading authorities on 
General Business, Retail Trade, Cor- 
porate Earnings, Inflation, Money Rates, 
Stocks and Bonds, is a valuable guide 
to profits in the New Year. Also— 


20 Outstanding Stocks 


Includes 10 “Quality Growth” issues for 
, income and appreciation ; also 10 under- 
valued stocks’ in the low and meédium- 
priced field for maximum appreciation. 


Yours with a Months’ Trial” 


Test the accuracy of UNITED advices 
for yourself. We will send to new 
readers the Annual Forecast with list of 
20 Outstanding Stocks for 1946 and 
the weekly UNITED Service for one 
full month for only $1. 


Send $1 for Bulletin B U-4 
UNITED BUSINESS SERVICE 


210 Newbury St. we: Boston 16, Mass. 
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000,000, while subscriptions by banks 
under the formula will be between 
$1,200,000,000 and $1,300,000,000. 
“The figure for each group is in 
excess of the pattern or beam, ” Mr. 


|. Vinson gaid. 


“De'you think there is ‘a possibility 
that the-total will exceed $21,000;000,- 
000?” Mr. Vinson was asked. 

“I don’t like to make an: estimate,” 
he replied. “The boys say*that it will 
top $20,000,000,000, and I think it is 
pretty evident that it will.” 

Mr. Vinson said that he hoped the 
nation’s 85,000,000. Series E bond- 
holders will continue to- buy bonds 
under the payroll savings plan. War 
Finance Director Ted R. Gamble has 
prepared plans for the continued sale 
of savings bonds. 

A new organization with a small 
headquarters staff in Washington to 
be known as the United States Savings 
Bond Division, part of Mr. Vinson’s 
office, will spearhead the post-war 
drive to continue the sale of savings 
bonds. 

The Labor section of the Washing- 
ton organization will remain an integral 
part of the payroll savings operation, 
under the new plan. 

With the close of the Victory Loan, 
liaison will be maintained by the 
Treasury with State banking associa- 
tions and savings and loan groups. 





Where Was the First Monument 
to George Washington Erected ? 


The first monument to George Washington 
was erected in Baltimore in 1815... . To- 
day Baltimore is one of the nation’s 
busiest war production centers and the 
Equitable Trust Company is one of its 
busiest banks. By keeping constantly 
abreast of conditions in this important 
industrial area the Equitable Trust Com- 
pany is able to serve “out-of-town” banks 
quickly, intelligently, thoroughly. 


Equitable Trust Co. 


Member Federal Deposit Insurance Corporation 


Baltimore 








Mr. Vinson has sent a letter to 
executives of every business of record 
in the nation employing more than 
100 persons, expressing the hope that 
they will continue to make payroll 
savings plan for buying savings bonds 
available to their employees in the 
future. 

The letter points out that, with the 
war over, it is the Treasury’s plan to 
continue to issue and sell savings bonds 
indefinitely, to “help perpetuate the 
habit of systematic savings which has 
given so many Americans an oppor- 
tunity to establish financial independ- 
ence and at the same time to own a 
share in their country.” 

Meanwhile, Frank C. Rathje, presi- 
dent of the American Bankers Associ- 
ation, informed Mr. Vinson that the 
nation’s banks will continue to co- 
operate with the Treasury in the sale 
of savings bonds. 

“Bankers are proud of their par- 
ticipation in the War Loan Drives,” 
Mr. Rathje said. “They are anxious 
to see the benefits of the program con- 
tinue, even after the need for drives is 
past. The American people have estab- 


lished a habit of thrift, the continu- 


ance of which is of great importance 
to a sound future economy.” 
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Rationing Job Analyzed 


During the two and one-half years 
in which rationing was in effect, the 
nation’s banks handled a total of 
533,302,381,096 ration points, accord- 
ing to the Office of Price Administra- 
tion. The following is a list of the 
total number of units spent by con- 
sumers and deposited in banks for the 
period from January, 1943, to June, 
1945: 

Sugar, pounds....... 25,704,509,231 
Processed foods, points 186,106,310,277 
Meats and fats, points .246,298,822,527 


Shoes, paivs.......... 779,457,323 
Fuel oil, gallons. ..... 31,506,367,189 
Gasoline, gallons... .. 42,415,627,721 
Coffee, pounds....... 491,286,828 
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Flannagan Bill Progress 


The House Agriculture Committee 
after long deliberation has reported out 
favorably the Flannagan Bill on which 
hearings had been held earlier this 
year. The bill which has had the 
support of organized banking would 
separate from the Department of 
Agriculture all farm credit agencies 
and thereby pave the way to get 
Federal agencies out of the banking 
business. 

The House Agriculture Committee 
rejected the adverse comments made 
by Secretary of Agriculture Clinton P 
Anderson in opposing the measure. 
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We all speak the same language 


A number of our Correspondent Banks 
have told us how much they appreciate 
the sympathetic understanding we show 
toward their problems. Actually, there’s 
every reason why we should see eye-to- 
eye with them. 

Most of the officers of The Pennsyl- 
vania Company began their careers in 
small banks and became officers of their 
respective companies before joining us. 
Their views are based on small-bank 
training and experience. 


PHILADELPHIA 
MEMBER FEDERAL RESERVE SYSTEM ° 


At the same time, they have a thor- 
ough knowledge of big-bank operation 
and policy. Every senior officer of The 
Pennsylvania Company is a member of 
the “25-year Club,” having served this 
company, or one of its predecessor com- 
panies, for 25 consecutive years. 

As a large bank, and one of the 
nation’s oldest and largest trust com- 
panies, we have much to offer to our 
Correspondents. And it is our policy to 
be as helpful to them as possible. 


THE 
PENNSYLVANIA 
COMPANT. _... ws: 0 


LIVES AND GRANTING 
ANNUITIES « Founded 1812 


FEDERAL DEPOSIT INSURANCE CORPORATION 
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Forward... Into Our Second Hundred 











When the Forty-niners stampeded westward in a mad race for 


California’s gold, ‘The American Insurance Group was already an 
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It was not an untroubled year, 1846. Polk was in the White 
House. James K. Polk. The Mexican War, among other things, 
disturbed the calm of America. 


Through anxious years, and placid, our company has marched forward 





since then, growing as our nation grew; 
our history, for one hundred years, intertwined with America’s. 

Our predecessors in The American Insurance Group were on the scene, 

and very much alive, when cries like ““Vote Yourself a Farm’ crackled the 


political air. When Langley’s aeroplane flew 3000 feet in 1896 our 





customers and employees must have been among the cheerers; 
just as they were awed, probably, when the first historic words 
spun across telephone wires years earlier. 
We are proud of our company’s age, proud that our records reflect a unique 


gee commentary upon the history of America. We were there when 





ING Henry Ford road-tested his first car in 1893. With all the 





nation we mourned when a lunatic’s bullet cut down 
McKinley in 1901. We are proud that our Group has served men, 
great and little, who labored to make America mighty. 
But above all we are proud that today, as we 
stand ready to march into our Second Hundred years, not once have we 
faltered from our founder’s vision of integrity and progressiveness as a 


way of doing business. Nor shall we ever. 





We happily anticipate serving you during our Second Hundred years. 





The American Insurance Company « Bankers Indemnity insurance Company « The Columbia Fire Insurance Company ¢ Dixie Fire insurance Company ¢ The Jersey Fire Underwriters 




















THE BURROUGHS CLEARING HOUSE—Janvary, 1946 


31 


The PERSONALITY SPOTLIGHT 








D. W. BELL 


Leaves Treasury for bank presidency 


The mystery surrounding the future 
plans of D. W. (Danny) Bell, popu- 
lar Undersecretary of the Treasury, 
has at last been dispelled. Rumored 
for a number of important posts, in- 
cluding the presidency of a Federal 
Reserve Bank, it now develops that he 
will stay in Washington to become 
president of the American Security & 
Trust Company. In this capacity he 
succeeds Corcoran Thom. 

Mr. Bell has been with the Treasury 
for 34 years, starting as a bookkeeper 
and working up through the office of 
the Director of the Budget. He has 
long been regarded as a friend of 
banking in official circles. 


* 


Opening of the new Pan American 
Bank of Miami (Florida) on December 
1 was heralded as a step which would 
widen the city’s financial horizons and 
cement economic ties with Latin 
America. The institution has a paid- 
in capital and surplus of $1,000,000, 
representing the financial interests of 
banking and business leaders in both 
Puerto Rico and Florida. 

Pedro Juan Serralles, chairman 
of the board, is a member of a family 
long famous in, the island’s financial 
history as well as in the development 
of its sugar industry. He is also chair- 
man of thé board of Credito y Ahorro 
Ponceno, $50,000,000 banking institu- 
tion with headquarters at Ponce, 
Puerto Rico. 

‘Jacobo L. Cabassa, Florida and 
Caribbean sugar cane grower, rancher 
and banker is a vice-chairman of the 
hoard, along with Harrison R. Wil- 
liams, former International Paper and 


Power Company official, of Miami. 

President of the new bank is 
T. T. Scott, well-known Florida 
banker who is also president of The 
First National Bank of Live Oak, and 
the Hamilton County Bank, Jasper. 
The former director of finance of the 


-city of Miami, A. E. Fuller, is execu- 


tive vice-president. W. C. Payne is 
vice-president and cashier. 

Other officials of the bank are 
Eduardo Morales, formerly man- 
ager, San Juan branch, Credito y 


_ Ahorro Ponceno; E. A. Gerard, for- 


merly vice-president, American Na- 
tional Bank of Miami; and J. M. 
Garcia, with foreign banking experi- 
ence and more recently an executive 
with American-controlled sugar inter- 
ests in Cuba. 

Another Puerto Rican who is a Pan 
American director is Adalberto Roig, 
banker and sugar cane grower, who 
with J. L. Cabassa is engaged in a 
scientific plan of developing some of 
their vast holdings in the Everglades 
for cattle raising and sugar growing 
operations. 

. 


Successor to the late John K. Ottley 
as chairman of the board of the First 
National Bank, Atlanta, Georgia, is 
James D. Robinson who has been 
vice-chairman since March, 1945. 

Mr. Robinson served for many years 
as first vice-president of the bank, 
before being elected president in 1938. 























P. J. SERRALLES 
A. E. FULLER 


T. T. SCOTT 
E. MORALES 


Executives of new Miami institution 





J. D. ROBINSON 


Becomes chairman of Atlanta bank 


He resigned the latter position last 
year to become vice-chairman, and 
R. Clyde Williams was named presi- 
dent. 

+ 


Tom P. Walker, a new vice- 
president of Irving Trust Company, 
New York, will assist in the active 
development of the bank’s services to 
public utility companies. For 12 years 
he was president of the Gulf States 
Utilities Company, and during the 
war was president of the Council of 
Electric Operating Companies. 


o 


At a meeting in Tucson, Arizona, 
representing more than 350 banks in 
the western states, Robert S. Beasley 
was recently elected president of the 
Independent Bankers Association of 
the 12th Federal Reserve District. 
He is vice-president, Beverly Hills 
(California) National Bank & Trust 
Company. 

* 


New president of the United States 
Savings and Loan League is Henry 
F. Irr, president of the Baltimore 
Federal Savings and Loan Association, 
largest institution of its kind in Mary- 
land. He was installed November 30. 
at a business meeting held in lieu of 
an annual convention. 

Mr. Irr has been active manager of 
the Baltimore Federal for 23 years. 
He has long been a leader in thrift and 
home financing circles, having served 
as president of the Maryland League 
of Building and Loan Associations, 
and president of the Southeastern 
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Among the classier check manipulators 
now in practice, a very smooth racket 
seems to be growing aoe 

* * 

No forgery is involved aes can be spotted 
before the o r has ample time to.dis- 
appear with his loot. The bank actually 
loses money because it honors the checks of 
one of its own customers! 





For details of this game we are indebt- 


ed to the National Better Business Bu- 

reau. Here’s the way it goes. Please watch 

closely. The hand is quicker than the eye. 
* * * 

On January 23 (for instance) John 
Smith opens a checking account by depos- 
iting $125 in cash. On February 5 he 
withdraws $100, leaving a — of $25. 

> * 

February 13 he PPI $275 in cash 
and adds $150 two days later, withdraw- 
ing $200 at the same time. Balance $250. 

perfectly legitimate so far. And Mr. 

Smith has become known at his bank as 

a customer with a fairly active account. 
* * * 

Then on February 26 he deposits a check 
for $500 and $50 in cash.\The check is 
drawn in his favor on an out-of-town bank 
and signed Thomas Brown. Smith’s bal- 
ance is now $800. 





Next day he goes to the Number 1 tell- 
er in the bank and presents his check for 
$300, which is cashed without question. 
Then he goes to Number 3 teller and 
cashes another personal check for $300. 
Still apparently all open and aboveboard. 
He’s withdrawn $600, leaving a nominal 
balance of $200. 

* * * 

But the check for $500 signed Thomas 
Brown is a forgery. By the time it comes 
back to Smith’s bank, that gentleman is on 
his way with $300 of the bank’s money. 

* * * 

He has been operating the same put- 
and-take in three other banks in the town 
at the same time. So he nets around 
$1000 for his pears work. 

* * 

Althou, ugh we can’t suggest any sure-fire 
safeguard, probably the best precaution 
against this ingenious racket is to use ex- 
treme care in ae Se credentials of 
every stranger who wishes to open a check- 
ing account. >. ‘ 


Another way to discourage rackets al- 
most as insidious is to give your customers’ 
checks the protective features of Hammer- 
mill Safety Paper. A note on your bank let- 
terhead will bring samples. There's no ob- 
ligation, and no salesman will call. Address 
Hammermill Paper Company,1503 East Lake 
Road, Erie, Pennsylvania. 
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HENRY F. IRR 


New president, savings and loan league 


Group Conference of the U. S. Savings 
and Loan League. He is currently 
chairman of the Maryland State 
Planning Commission, the Maryland 
Commission on Post-War Reconstruc- 
tion and Development, and the Better 
Baltimore Committee. 

The new vice-president of the Sav- 
ings and Loan League is Walter W. 
McAllister, president of the San 
Antonio (Texas) Building and Loan 
Association, a $7,000,000 institution 
which he organized in 1921. 


* 


Effective January 1, Benjamin P. 
Rial has become president and trust 
officer of The 
Paterson (New 
Jersey) National 
Bank, after hav- 
ing served as 
executive vice- 
president since 
1942. He suc- 
ceeds Walter D. 
Cameron, who 
has resigned as 
president al- 
though he re- 
mains a director 
and member of the trust committee. 

Before coming to Paterson, Mr. 
Rial was for nine years executive vice- 
president of the Westchester County 
National Bank, Peekskill, New York. 
He began his banking career in Kansas, 
and subsequently for a number of 
years was a national bank examiner. 


* 














B. P. RIAL jx 


Two new vice-presidents of National 
Bank of Detroit who took up their 
duties servicing national business at 
the first of the year are Edward 
Adams, Jr., and John N. McLucas. 
Major MeLucas, the son of Walter S. 
McLucas, chairman of the board, was 
vice-president of the Commerce Trust 
Company, Kansas City, for ten years 


prior to his military service with the 
Army Air Force. Lt. Col. Adams 
supervised the financing of Michigan 
war contracts during the war, after 
having been vice-president and loan 
officer of the Grace National Bank, 
New York. 


+ 


A well-known figure in bank adver- 
tising and public relations circles, 
Lt. Gary M. Underhill, USNR., has 
been named execu- 
tive director of the 
Morris Plan Bank- 
ers Association. He 
formerly was assist- 
ant vice-president 
of The Morris Plan 
Bank of Virginia, 
and in his new 
capacity takes over 
the duties relin- 
quished by Richard 
H. Stout, who resigned recently as 
president of the association to become 
vice-president, Industrial Bank & 
Trust Company, St. Louis. Calvin 
C. Vane, who served as assistant 
treasurer of the association before 
entering the Army, has been elected 
treasurer. 











LT. G. M. UNDER- 
HILL ; 


Reuben B. Hays recently resigned 
as first vice-president of the Federal 
Reserve Bank of Cleveland to become 
executive vice-president of the First 
National Bank of Cincinnati, and his 
successor in the Reserve Bank is 
William H. Fletcher. 

Mr. Hays joined the Cleveland 
institution ten years ago as assistant 
cashier, and as part of his recent duties 
he had general supervision of the 
Reserve Bank’s branches in Cincinnati 
and Pittsburgh. 

A vice-president since 1936, Mr. 
Fletcher has been in charge of the 
bank examination, bank relations, and 
the credits, loans and discounts depart- 
ments of the Reserve Bank. 


2 


Following prominent war service in 
the vital petroleum field, Frank P. 
Donohue has been 
appointed manager 
of the important 
Oil Loan Depart- 
ment of the Na- 
tional Bank of 
Commerce, Hous- 
ton, Texas. From 
1936-1942 he 
headed the oil 
investment de- 
partment of the 
Lehman Corporation of New York, 
and has been an engineer with oil 
companies throughout the world. 





F. P. DONOHUE 
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A landmark of the Sunflower 
State, the home of the Fourth 
National Bank in Wichita. 














Another leading bank using Hammermill Safety 


The Fourth National Bank in Wichita was founded more than half a century 
ago in another troubled era of the Nation's history. As the largest bank in 
Kansas, it directed the financing of most World War II contracts in its area. Today 


it plans to stress Consumer Loans as a measure to ease postwar readjustments. 


We are proud that checks of this progressive institution are on Hammermill 
Safety, as illustrated by the sample check shown below. 


er 


ANUFACTURED BY'HAMMERM!ILL PAPER COMPANY, ERIE, PA 


33 
















President David Burpee rates ““Ap- 
pearance and impression of quality” 
at 70 percent in his Company’s pie 
chart or paper dollar of bond paper 


values. For 50 years the Burpee 
Company, Philadelphia, has been 
the largest mail order seed business 
in the world. And Burpee is fore- 
most also in the development of 
improved varieties of vegetables 
and flowers. Blossoms are artificially 
pollinated by Burpee at. Fordhook 
Farms, Pa., and at the Burpee 
Farms in Iowa and California, to 
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W. Atlee Burpee 
Company’s Bond 
Paper Pie Chart 


create the Burpee Hybrid Tomatoes 
and Cucumbers. 

Using as they do the latest scien- 
tific methods in creating new varie- 
ties of vegetables and flowers, the 
Burpee Co., naturally, was inter- 
ested in our balanced bond and 
ledger papers. The  Crocker- 
McElwain Company is also in the 
forefront in the development of 
papers balanced for modern print- 
ing needs by the correct pop test, 
tear and folding endurance for 
their fibre content. 


CERTIFICATE BOND 


Manufactured by Crocker-McElwain Co., Holyoke, Mass. 








The Certificate Family of balanced papers, bond, opaque, ledger 
and index, is fabricated for modern production needs, letterpress 
and offset, and for typewriters and. affice printing machines. 











‘revive German 





Among the bank officers who have 
made the personal reconversion from 
military to banking duties are the 
following: 

Captain Wallace M. Wakefield, 
(SC) USNR, has been appointed a vice- 
president of The 
Pennsylvania Com- 
pany, Philadelphia. 
Prior to entering 
the service he was 
secretary, Security- 
Peoples Trust 
Company, Erie, 
Pennsylvania. 

Colonel O. P. 
Decker, has re- 
turned to the 
American National Bank and Trust 
Company of Chicago, as vice-president 
in the investment department. 

Lt. Col. Joseph S. Moss, Jr., finds 
American banking 
a welcome relief 
after the difficulties 
of attempting to 





W. M. WAKEFIELD 





banking functions. 
As a vice-president 
of Irving Trust 
Company, New 
York, he will be in 
charge of the 
bank’s business in 
the southern states. Lt. Col. Charles 
G. Gambrell has returned to the 
bank as assistant vice-president, as- 
sociated with its business in the middle 
west. 

Frederick A. Ritchie, formerly 
lieutenant colonel and executive officer 
of the Boston Ordnance District, has 
been elected a _ vice-president, The 
National Shawmut Bank of Boston. 

C. H. Seger, Jr., formerly a It. 
commander in the Navy, has been 
elected vice-president of the National 
Bank of Tulsa. 

Major John M. Goodwin of the 
Army Air Force has been elected an 
assistant cashier of The Bank of Vir- 
ginia, Richmond, and will have charge 
of the bank’s advertising, public rela- 
tions and market research programs. 











Cc. G. GAMBRELL 


Morgan A. Reynolds, vice-presi- 
dent of the Wade Manufacturing 
Company, designers and manufac- 
turers of bank and store fixtures, has 
been elected a director of the Ameri- 
can Trust Company, Charlotte, N. C. 


¢ 


Executive vice-president and man- 
aging head of The Clovis (New Mexico) 
National Bank is Guy H. Walden, 
formerly connected with the Liberty 
State Bank, Dallas, and the First 


National Bank, Amarillo, Texas. Cash- 
ier of the Clovis bank since his return 
from military service is Joe B. Sisler. 
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Your bank promoted by nalional 
full-page State Farm advertising 
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Look for dramatic State Farm Mutual advertising 
telling the country to finance cars through local 
banks. Leading national magazines are starting to 
carry a full-page message this month. And all 
through 1946, State Farm will continue to tell the 
general public through forceful national advertising 
—will urge its policyholders, through its 6,000 
agents and direct mail—to cooperate with local 
banks. Never before has such powerful promotion 
been put behind a bank plan. © 

Long before the war State Farm pioneered bank- 
insurance agent cooperation. Month. after month, 
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their national advertising has carried the Bank Plan 
message from coast to coast. At the same time, State 
Farm has urgently suggested to you bankers, 
through your own magazines, that you share in 
this tremendous profit opportunity by learning 
about the State Farm Bank Plan. 

Customers who come to you for car-financing 
are also potential customers for the financing of 
new homes and furnishings. They’re potential sav- 
ings accounts customers. Don’t miss this oppor- 
tunity for new business ahead! 































Send for free booklets today! Now available for you are two 
new booklets, ‘‘New Profit Opportunities for Banks,” and “'State 
Farm Group Loan Life Plan.” Packed with thought-provoking 
information to help you secure new business. Yours without 
obligation. Just clip and mail the coupon to State Farm Mutual, 
world’s largest auto insurance company. 








Pacific Coast Office: 





BLOOMINGTON, ILLINOIS 


Canadian Office: 


Berkeley, Calif. Toronto, Canada 























ea NOW!...MAIL TODAY! or 


State Farm Insurance Companies BC-16 | 
Bloomington, Illinois 
Gentlemen : | 
Will you please send us, without obliga- | 
tion, your FREE booklets, “New Profit | 
Opportunities for Banks,”’ and “State Farm 
Group Loan Life Plan.“ | 
NO 20s. xsd mo espera Ma ee 
I 365 os orelana Oe 8S a ae Cena Giclee | 
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In writing to advertisers please mention The Burroughs Clearing House 
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IME TESTED 
AMERICAN EXPRESS 
REMITTANCE PLAN 


AVAILABLE TO BANKS 


New areas are being opened to which support money 
from America can be sent. 


To those banks already in this field and to others 
who wish to provide this service to their customers, 
the American Express offers its remittance facilities. 


The procedure is simple—the bank makes the sale, 
the American Express arranges the delivery. 


The bank is not obliged to perfect account relation- 
ships abroad, no foreign balances are required, no 
reconciling statements or other paper work incidental 
to foreign exchange is entailed. 


The bank keeps its identity with its own customers; 
the service is offered in its own name. 


In this cooperative arrangement the Company 
furnishes the necessary forms. 


For more than fifty years a close relationship in 
the Foreign Remittance field has continued between 
banking institutions and the Company. Now that 
the demand for this service from all nationals is so 


rapidly expanding, it once more places its Specialized 
Organization at your service. 


Your inquiries will be welcome. 


AMERICAN EXPRESS 
Foreign Remillance Department 


65 BROADWAY - NEW YORK 6, N. Y. 






































In writing to advertisers please mention The Burroughs Clearing House 
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CANADIAN BANKING 








By JAMES MONTAGNES 


New C. B. A. President 


Bertie Charles Gardner, recently 
elected president for 1946-47 of the 
Canadian Bankers’ Association, is 
vice-president and general manager of 
Canada’s oldest and second largest 
bank in terms of 
assets, the Bank 
of Montreal. 
B. C. Gardner. 
at 61 years has 
been a banker 
for 44 years, 
starting at the 
bottom of the 
ladder with 
Stuckey’s Bank- 
ing Company 
Limited in Eng- 
land. From the 
start he decided to learn more about 
his work than he was taught, and on 
his own time studied for the examina- 
tions of the Bankers’ Institute of 
England. He has followed that plan 
ever since, being a keen advocate of 
young bankers studying for examina- 
tions of the C. B. A. and keeping 
abreast of banking and economic 
developments not only in Canada, but 
throughout the world. He tells young 
bankers that these studies and exami- 
nations not only are beneficial in them- 
selves, but lead the way to promotion 
by bringing the candidates for the 
examinations to the notice of higher 
banking officers. 





B. C. GARDNER 
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Annual Report Highlights 


Annual reports of Canadian banks 
show increased assets, increased de- 
posits, a drop in current loans and 
greater net profits. First report to be 
issued was that of Barclay’s Bank 
(Canada) with branches in Montreal 
and Toronto. The bank showed total 
assets at end of its fiscal year, Septem- 
ber 30, at a peak of $32,978,685, an 
increase of $1,851,436 over 1944. Ten 
years ago total assets were $14,889,255. 
Current loans, despite the reconver- 
sion, have dropped from $4,556,922 to 
$3,529,995. Deposits have increased 
by $699,591 to $7,683,474 for demand 
deposits, and by $483,470 to $7,521,- 
529 for savings deposits. The bank 
does not report its earnings. General 
Manager H. A. Stevenson in his report 
pointed out that “‘the number of visi- 
tors from Empire and foreign coun- 
tries whom we have assisted in the 


last year to establish connections in 
Canada is an encouraging sign, and 
once materials and labor become avail- 
able to manufacturers our bank should 
share in financing the export trade, 
now complemented and assisted by the 
new government export credit scheme.” 

The Imperial Bank of Canada, with 
174 branches in the Dominion, for its 
fiscal year ending October 31 reports 
an increase in commercial loans of 
$14,000,000 to a total of $81,564,690, 
showing activity in normal business. 
Profits were $915,420 compared to 
$845,336 in 1944. Assets were $379,- 
179,568, an increase of nearly $53,- 
000,000 over the previous year. Quick 
realizable assets are 79 per cent of total 
liabilities to the public. Interest-bear- 
ing deposits are up more than $35,- 
000,000 to $177,015,142, and non- 
interest-bearing deposits are up $10,- 
000,000 to $121,444,391. General 
Manager W. G. More reports that the 
staff now numbers 1,878 of whom 


1,154 are women; also that 600 men 
enlisted in the services, or 50 per cent 
of the men in the bank at the outbreak 
of war in 1939, of whom 53 have died 
in action. President R. S. Waldie 
pointed out in his presidential address 
that not only must Canada increase 
its post-war exports but should also 
increase its immigration “as a means 
of preventing our income from drop- 
ping too far. Immigration creates a 
need for a general expansion of capital 
assets and acts as a stimulus to the 
consumption goods industries.” 

The Canadian Bank of Commerce, 
with 520 branches in and outside 
Canada, reports at the end of its fiscal 
year, October 31, 1945, total assets of 
$1,284,320,784 compared with $1,178,- 
647,423 a year ago, and quick assets of 
83 per cent of total liabilities to the 
public. Current loans in Canada 
dropped by $14,300,000 to $186,891,- 
000. Total deposits were $1,202,981,- 
000, an increase in the year of $107,- 
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Looking 
Southward 


The South, today, represents a situa- 
tion unique in American history ... an 
old established civilization offering the 


limitless possibilities of a new frontier, 


The American Trust Company is proud 
of its share in contributing to the growth 
and progress of the South and. cor- 
dially invite the accounts of banks and 
bankers who desire a dependable 


correspondent relationship in this area. 






Ga 


NORTH CAROLINA 


MEMBER FEDERAL RESERVE SYSTEM 
FEDERAL DEPOSIT INSURANCE CORPORATION 


INIT BANK IN THE CAROLINAS 
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‘Trust Company 
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WO HNO1TIS™ 
TROUBLE HERE! 
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100 G/W precision-built filing 
cabinets with G/W “Safeguard’”’ 
Filing System installed for well- 
known tool firm (name on re- 
quest). Letter, 4x6 and 5x8 card, 
and check files. 


No installation is too small. ..or too 
large ... executives the country over 
find a quick, sure, money-saving cure 
for ‘‘Find-i-tis*”” when they install a 
G/W “Safeguard” Filing System. For 
thousands it eliminates filing and find- 
ing grief. For maximum efficiency in- 
stall “Safeguard” System in G/W cab- 
inets. They go together . . . use them to- 
gether. Precision-built for lifetime serv- 
ice. See G/W “Safeguard”? System, 
G/W cabinets at your dealer. 


THEY GO TOGETHER... 
Were Bought TOGETHER 


GIW PACKAGED 
“SAFEGUARD” 
FILING SYSTEM 


The supremely simple, easy 
cure for “‘Find-i-tis*.”’ Includes 
A to Z “‘Safeguard’”’ guides, 
folders, instructions, to install a trouble-free fil- 
ing plan in any 1-, 2-, 3-, or 4-drawer file; also avail- 
able for larger requirements. 


GIW FAMOUS 
FEATHER-TOUCH 
FILING CABINETS 


Nothing on the market can 
outdo G-W precision-built fil- 
ing cabinets in smooth, easy 
operation. First choice for 
years by discerning buyers. 
The long-run value of ideal 
feather-touch movement and 
lasting, dependable service 
come from quality materials, 
finest craftsmanship. 


Get Your FREE COPY 


Globe-Wernicke"'Find-i-tis*" Booklet 


Tells ideal way to run a file. The way 
that always works! Free at your G/W 
dealer, or write The Globe-Wernicke 
Co., Norwood, Cincinnati 12, Ohio. 
‘“*Headquarters for Modern Office 
Equipment.” 


*The inability to find what you have 
filed. 











+ Globe - Wernicke 


Office Furniture Bookcase 


Visible Record Systems Stationers Supphes 
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967,000. Net profits were up to 
$4,461,062 as compared with $4,106,- 
934 in 1944. 

The Bank of Nova Scotia, with 276 
branches in Canada, Newfoundland, 
West Indies, United States and Eng- 
land, reports for its fiscal year ending 
October 31, 1945, new highs for de- 
posits and total assets. Net profits are 
$1,920,827 compared to $1,445,420 for 
the 1944 ten-month period due to 
change of fiscal year from the calendar 
year. Total assets are up $71,000,000 
to $613,517,014, and quick realizable 
assets amount to 78.65 per cent of the 
liabilities to the public. Loans are 
virtually unchanged since last year at 
$122,031,268. Total deposits are $541,- 
342,336, an increase of $68,492,852. 

The Bank of Montreal, with 475 
branches in and outside Canada, fea- 
tured for its 1945 year ending October 
31, total assets of $1,715,934,000 as 
compared with $1,526,734,000 in 1944, 
and liquid resources of $1,464,326,243. 
Commercial loans in Canada were up 
to $202,078,098 from $194,487,531, and 
were also up outside Canada to $11,- 
339,686. Deposits in Canada were up 
from $1,244,528,982 to $1,395,656, 175. 
Profits were down to $5,719,681, from 
$6,419,300 in 1944. The bank this 
year presented its annual statement 
in a partly pictorial, easier-to-read 
style, an innovation in Canadian bank 
annual reports. 

The Dominion Bank, with 120 
branches in Canada, reports for its 
fiscal year ending October 31, that 
net profits were $1,080,383 compared 
with $925,974 in 1944. Total deposits 
were $274,702,000 compared with 
$247,839,000 the previous year. Com- 
mercial loans at $65,421,000 show little 
change in the year. Total assets are 
now over $300,000,000, highest in the 
bank’s history. 


Sd « ¢ 


Bank Promotions 


James Muir has been appointed 
general manager of the Royal Bank of 
Canada, succeeding Sydney G. Dob- 
son, who has been appointed executive 
vice-president. Burnham L. Mitchell, 
assistant general manager has been 


appointed a director and vice-presi- 
dent. R. I. C. Picard has been 
appointed secretary. 

James Muir joined the Royal Bank 
in 1912 after serving with the Com- 
mercial Bank of Scotland and the 
Chartered Bank of India at London. 
He has been stationed in Western 
Canada, New York and the Montreal 
head office of Royal Bank, and was 
appointed assistant general manager 
in 1935. 

Sydney G. Dobson, general manager 
since 1934, joined the Merchants Bank 
of Halifax as a junior at Sydney, N. S., 
in 1900, and when that bank was taken 
over by the Royal Bank saw service in 
all parts of Canada, becoming assist- 
ant general manager in 1922. 

Edward Pope, for 12 years manager 
of the Bank of Montreal main office in 
London, England, has been appointed 
an assistant general manager at the 
head office at Montreal, after 40 years 
with the Bank of Montreal in Canada, 
England and France. He is succeeded 
in London by Allan D. Harper, for- 


merly assistant superintendent of 
branches for the bank in British 
Columbia. 

+ 5 a 


Aiding Veterans On Discharge 


The Royal Bank of Canada has 
opened two temporary branches at 
Royal Canadian Air Force discharge 
centers at Boundary Bay, B. C., and 
Dartmouth, N.S. Intended expressly 
to provide convenient banking facili- 
ties for those veterans returning to 
civilian life, the branches provide the 
servicemen with cash for the amount 
standing to his credit, or part cash and 
the balance transferred to an account 
in any bank in Canada, or part cash 
and a draft payable anywhere in 
Canada. Some of the staff at these 
temporary branches consists of veter- 
ans. As a result of the opening of 
these temporary branches fully two- 
thirds of the men discharged at these 
points have used the facilities of the 
branches, and the bank has opened 
many accounts at its own branches 
throughout Canada. 


They receive important promotions at the Royal Bank of Canada 


SYDNEY G. DOBSON JAMES MUIR 


B. L. MITCHELL R. I. C. PICARD 





MOST ECONOMICAL WAY 
TO CANCEL CHECKS 


THE NEW 


Cummins 


ELECTRIC PERFORATOR 
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In banks where checks are cancelled at one central point . . . where 
the volume is heavy and time is a factor .. . the improved and smartly 
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designed Model 76 offers you more for your money than ever before. 


Just compare some of these outstandin e NOISE ELIMINATED—So quiet only the glow 1 
features: ; of the indicator light tells you the machine 1} 
' is running. | 


e GREATER CAPACITY — New arrangement 
permits cancelling more checks with each 
stroke than ever before, saving hours of 
valuable time. 


e NEWLY DESIGNED — Totally enclosed .. . 
tamper-proof . . . dustproof and soundproof. 


e ACCURATE—Our patented tripping mechan- 
ism assures a complete perforation on each 
and every check. 


e ATTRACTIVE—Modern in construction... 
modern in appearance, it adds atmosphere 
and distinction to your bank. 


Se ETE in oe 


Wit 


AERTS PES PNAS 


e PROTECTION — The date setting cannot be Now is the time to replace old worn out equip- ) 
changed without unlocking the hood. ment with a zew CUMMINS check canceller . .. | 
e AUTOMATIC — As checks are inserted into she enqcainn Shae 36 byl to Sap 1 
machine they AUTOMATICALLY actuate Remember — whether your bank is large, fi 
the cutting parts. No lost motion . . . no lost medium, or small, our full line of perforators 
time. includes a machine to meet your requirements. ) 
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LET OUR 57 YEARS OF EXPERIENCE HELP YOU DECIDE WHICH IS BEST FOR YOU. 





Send coupon for complete information. ‘ 









Cummins Business Machines 
Division of A. S. C. Corporation 
Formerly CUMMINS PERFORATOR 


4740 Ravenswood Avenue, Chicago 40, Illinois 


Please send me complete information regarding Cummins Electric | 
Perforator Model 76. Ae 


UMMNS 


SINCE 1887 


PIONEERS IN CHECK PROTECTION EQUIPMENT 
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Won’t be home tonight. Have to work. 
Have to catch up. Everything’s all a 
fumble again. 


Overtime —all the time. 


Can anything be done to stop this 
constant drain on manpower and 
finances? Can a business ever keep 
vital figures current? One answer is 
business form engineering. 


Moore Business Forms, Inc., can 
design forms for your specific busi- 
ness that will save the time of all 
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hands, cut total form expenses by 10% 
to 30% — and get figures out on time. 


The Moore representative studies 
your business forms one by one—in 
co-operation with your staff. When 
change will benefit, he recommends 
change. Economies in printing, in 
paper stock and size, he points out 
freely. Often a standard form is best. 
. .» Then Moore supplies the forms— 
in lots of hundreds or millions. 


The ten companies listed below, long 


AMERICAN SALES BOOK CO., INC., NIAGARA FALLS; ELMIRA, N. Y. 
PACIFIC MANIFOLDING BOOK CO., INC., EMERYVILLE; LOS ANGELES, CALIF. 
GILMAN FANFOLD CORP., NIAGARA FALLS, N. Y. 


COSBY-WIRTH MANIFOLD BOOK CO., MINNEAPOLIS, MINN. 

MOORE RESEARCH & SERVICE CO., INC., NIAGARA FALLS, N. Y. 

SOUTHERN BUSINESS SYSTEMS, INC., ORLANDO, FLA. 

MOORE BUSINESS FORMS, INC. (New Southern Div.), DALLAS, TEX.; ATLANTA, GA. 


Iu Canada— Moore Business Forms, Ltd., succeeding Burt Business Forms, Ltd., Toronto; 
Western Sales Book Co., Ltd., Winnipeg and Vancouver; 
National Sales Check Book Co., Ltd., Montreal 











under Moore ownership, are now united 
under the Moore name—without change 
in policies or management. They bring 
an unequaled fund of experience to 
the small store or the nation-wide 
business alike. 


To see how engineered business 
forms can help you, get in touch with 
the nearest Moore division, as listed 
below, or its local office. Moore stands 
ready to supply you with everything 
from a simple sales book to the most 
intricate multiple-copy forms. 


MOORE BUSINESS FORMS, inc. 


ADV. BY H.W. AYER 


T 


THE BURROUGHS CLEARING HOUSE—January, 1946 


THE BOOKLET COUNTER 


at 





New Booklets 


Low Interest Rates and Public 
Welfare . . . Reprint of an address by 
the president of a large life insurance 
company, before a bond group, which 
has attracted wide attention because 
of its frankness. He “takes off the 
gloves” in discussing the problem re- 
sulting from the creation of an exces- 
sive money supply seeking investment, 
with a consequent depressing of rates 
to the point where yields no longer 
represent a reasonable hire for savings. 


The talk raises such questions as: 


1. Why do institutions such as insur- 
ance companies, instead of resisting 
the lower trend, continue to supply the 
means of refinancing higher coupon 
bonds? 2. Aren’t commercial banks 
responsible not only for the safe 
custody of depositor funds, but also 
for the soundness of the currency in 
which they are payable? 

In the latter connection, it is main- 
tained that unless the bankers find 
some way of preventing their institu- 
tions from being used in the creation 
of more and more money through 
-deficit financing, they cannot escape 
some share in the responsibility for 
consequent inflation. 


Tax Aid for Banks .. . A com- 
plete set of forms and _ schedules, 
especially devised to render assistance 
to small and medium-sized banks when 
preparing corporation tax returns. It 
is believed that provision has been 
included for all requirements and bene- 
fits applying to banks in accordance 
with tax laws to date. The schedules 
when completed will clearly show the 
income tax picture for 1945, and can 
be filed away with the duplicate 
return for future reference. 


The Veteran and Small Busi- 
ness ... Wherein a bank officer with 
a sympathetic and understanding view- 
point talks informally to the returning 
serviceman about the opportunities, 
risks, and qualifications needed in 
small business undertakings. 

The banker who is still alert for 
ideas on how he can best counsel with 
the veterans who come to him for 
guidance or financial aid is likely to 
find this booklet full of good sugges- 
tions. 


Loans Through Field Ware- 
housing ... This new brochure just 
released discusses field warehousing as 
a source of sound loans for banking 
institutions and as an instrument of 
increasing usefulness to business. The 


These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





publication is offered by the American 
Express Field Warehousing Corpora- 
tion, which began operation in 1944 as 
a subsidiary of the American Express 
Company. 


Construction Revival... A market 
study of the transition problems of 
the construction industry, and a statis- 
tical breakdown of planned projects 
in various categories compared with 
similar activity in pre-war years. 


Work Simplification in Office 
Operations . . . Description of a 
specific approach to the problem of 
reducing “non-productive” costs in 
the office, through improved methods. 
A successful formula for effecting such 
improvements is outlined, covering 
such points as developing the best 
procedure, determining the best writ- 
ing method, designing the most effi- 
cient form, and providing the most 
efficient work space. Illustrated ex- 
amples included show how the formula 
has been applied in actual] practice. 


The Investment Merits of 
American Municipal Bonds... 
The compilation into a single 74-page 
brochure of the contents of a series of 


ten booklets, for which there was wide 
demand. An excellent review or 
reference source, covering such sub- 
jects as: factors which determine the 
marketability of municipal bonds, 
legal safeguards surrounding them, 
recourse in event of default, tax-exemp- 
tion status, institutional practice in 
municipal bond investment, and sec- 
ondary factors influencing prices of 
the bonds. 


Still Timely — 


The Wealth of the Other 
Americas ... A great deal of infor- 
mation concerning both trade and 
travel possibilities in Latin America 
has been packed into this handsomely 
color-illustrated brochure. 


Packaged Saving... Description 
of an attractive plan developed by the 
Bowery Savings Bank, New York, to 
provide three-way financial protection 
—savings bonds, cash in the bank, and 
life insurance —in a single package. 


Accounts Receivable Forms... 
Review of new Texas legislation clari- 
fying the procedure for protecting 
assignments of accounts receivable on 
a non-notification basis. Also a sam- 
pling of forms which have been drafted 
by an attorney for effectuating the 
assignments. In view of the muddled 
legal situation in many states with 
respect to accounts receivable financ- 
ing, there has been’ considerable 
interest in the Texas solution. 


Air Express Shipment Indica- 
tor . . . A convenient device which 
discloses at a glance the air express 
charge for shipments of any given 
weight for any specified distance. 














MODEL No. 4ET—(Electric) 
A large motor driven Machinewith an unusual repu- 
tation for speed and durability. Will handle all coins. 


Automatically locks after each count of 20, 25, 30, 
40 or 50 coins or will count indefinitely into a bag. 
Register can be reset to zero. 





COIN COUNTING MACHINES 


No Priorities 


Approvals 
Necessary 


Please send cata- 
logue on Machines [_] 


Bank Supplies (_] 


Adjustable for pennies, nickels, dimes, 
Can be 
coins have 
An operator can count and a 
count 2000 coins into a bag. Register can be reset to zero. 


ABBOTT COIN COUNTER COMPANY 


or 


* 






MODEL No. 2X—(Hand operated) 

1 oenice. nlbeltty oben’ sh 45, 00. 40 or 00 
t to automa’ when ,. 30, or 

ne counted or will count indefinitely into a bag. 

400 coins a minute or 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 








In writing to advertisers please mention The Burroughs Clearing House 
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STANDARD 
FEDERAL 
TAX REPORTS 


New law? Old law? Speed? Accuracy? Convenience? 
Completeness? Whatever the need, whatever the question— 





if it involves federal taxes for revenue, the accepted 
reporter of the federal tax specialist, the first choice of the man 
“who must have everything” is STANDARD FEDERAL TAX REPORTS. 


Whether they represent tax payer or tax collector, on 
whichever side of the tax fence they stand—Tax Men all 
endorse "Standard Reports” in use, collect real dividends 

from its breadth of coverage, official and explanatory, its 

dependability, and its down-to-earth practical values. 


For the “Standard Reports” subscription plan brings 
subscribers up to date immediately and keeps them up to date 


continuously. Its swift, detailed, informative weekly issues bldnket the field of federal 





taxation most important to business and its tax counsel—reporting week by week the latest 
development in pertinent law or regulation, interpretation or ruling or court decision— 


the newest return, report, or form—all enriched and illuminated by editorial sidelights 
and plain English explanations. 


BAe 


; Accordingly, STANDARD FEDERAL TAX REPORTS subscribers always have the facts, always 
know just what to do—and why and how to do it! 


WRITE FOR COMPLETE DETAILS 
ne ; £ ; ) h fA } - y ’ . a» . 2 
COMMERCE) CLEARING; HOUSE, ING. 
PUBLISHERS OF TOPICAL LAW REPORTS 


New YORK 1 
Empire STATE BLOG. 














CHICAGO 1 


WASHINGTON 4 
214 N. MICHIGAN AVE, 


MUNSEY BLDG, 
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COURT DECISIONS 


43 


By CHARLES R. ROSENBERG, sr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Maker of Note Also Endorser 


A New York corporation, which was 
the payee of a negotiable note, dis- 
counted it with a New York bank. 
The maker of the note had endorsed 
his name on the back of the note, and 
there were other endorsers. 

The note was not paid at maturity 
and the bank sued the maker and one 
endorser in New Jersey. 

One of the questions involved was 
the legal validity of the note, which 
had been given to the payee in pay- 
ment of commissions earned as a real 
estate broker in a New Jersey deal. 
As the payee was not a licensed real 
estate broker in New Jersey, its right 
to collect commissions as such in a 
New Jersey transaction was ques- 
tionable. 

Thus the defense made by both the 
maker and the endorser was based on 
the alleged “‘illegality” of the note. 
Whether the note was valid or not 
made no difference so far as the en- 
dorser’s liability was concerned, for 
one of the undertakings of an en- 
dorser, under the Uniform Negotiable 
Instruments Law, is that the note is 
valid. In other words, when he 
negotiates an instrument as an en- 
dorser he warrants the validity of the 
instrument. Following that line of 
legal reasoning, the New Jersey court 
gave judgment against the endorser. 

Even if the maker might have the 
right to defend on the ground that the 
note was invalid, was he not liable also 
as endorser since he had endorsed the 
note? By signing as endorser did he 
not assume all the liabilities of an 
endorser? 

The New Jersey court did not see it 
that way and said: 

“‘We are unable to subscribe to the 
view that the maker of a note to the 
order of another cuts off whatever 
defenses he may have as maker by 
repeating his own signature on the 
back of his own note. No adequate 
authority is cited for that proposition 
and we find none on our examination. 
It may be well to observe that as 
between the maker of the note and the 
payee, a New York corporation, the 
case is apparently open to the defense 
by the maker that the note was invalid 
because of our statute relating to real 
estate brokers, in that the payee was 
not a licensed real estate broker of this 
state and therefore not entitled to 
recover commissions as such.” 


The position of a bank or other 
innocent holder in due course of a 
negotiable note given for an illegal 
consideration, depends on the law of 
the particular state. In some states, 
the payee of a note given for an illegal 
consideration cannot recover on it, 
but innocent holders in due course can. 
Other states make absolutely void a 


- note “‘tainted” by illegality, so that 


even an innocent holder in due 
course cannot enforce it. Examples of 
“illegal” notes are those given in pay- 
ment of gambling debts or in a trans- 
action that violates a statute or other 
law. (Modern Industrial Bank vs. 
Taub, 44 Atlantic Reporter, Second 
Series, 176.) 
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Knowledge of Infirmity in 
Instrument 


Knowledge of an “infirmity” in a 
negotiable instrument at the time of 
negotiation will, of course, deprive the 
discounting bank of its legal status as 
a holder in due course, under the pro- 
visions of the Uniform Negotiable 
Instruments Law. Recently the New 
Jersey Court of Errors and Appeals 
discussed the troublesome question of 
just what constitutes “knowledge” of 
such infirmity. 

In the New Jersey case a bank dis- 
counted a negotiable note for value 
before maturity. The note was en- 
dorsed by the payee and a third party. 
When the note was defaulted on by 
non-payment at maturity, the bank 
sued the maker and the third party 
endorser. 


The defendants alleged that the 
bank acquired the note with knowledge 
of an “infirmity” in the instrument 
and hence took the note under cir- 
cumstances amounting to bad faith. 
They averred that the note was given 
in connection with an agreement 
between the defendants and certain 
third parties, and that the “‘interlock- 
ing’ note and agreement constituted 
one transaction. Under the agree- 
ment, the defendants were to receive 
from the third parties a sum equal to 
the amount of the note. Before the 
maturity date of the note, the other 
parties to the agreement notified the 
defendants that they would not pay 
the amount set forth in the agreement. 
The bank, it was alleged, took the note 
subject to the terms of the agreement, 
not in good faith, and hence subject 
to the defenses which the defendants 
would have had against the payee. 

The bank proved that it acquired 
the note eleven days before maturity. 

But the New Jersey court could see 
no bad faith on the bank’s part and 
said: 

“The evidence submitted clearly 
reveals that the bank came into 
possession of the note in the ordinary 
and usual course of its business. The 
defendants charge the bank with bad 
faith in acquiring the note, but fail to 
point out the specific evidence to sus- 
tain the allegation of bad faith. The 
defense of bad faith or fraud is never 
to be assumed, it must be shown by 
clear and unequivocal testimony. 

“It is assumed that the defendants’ 
argument is predicated upon the 











cc7 


HEAD OFFICE CORK 





MUNSTER -“ LEINSTER BANK 


Assets Over £40,000,000 


Over 200 branches & sub-branches in Erre & Nonruzan IRELAND 

A Comprehensive Correspondent Service Provided 
COMMERCIAL axa OTHER ENQUIRIES 
FOREIGN EXCHANGE Dept. Cork 


LIMITED 


_— 








In writing to advertisers please mention The Burroughs Clearing House 

















ne en 


a 





New Low 


ee 










NOW 






es 
: FOR 
Air Express 


hippers 227% Qver "43 ; 





jan, ist Cut Saves ‘i 





HERE’S HOW LITTLE IT COSTS 





AIR Over 40 Ibs. 
MILES 2 Ibs. | 5 Ibs. | 25 Ibs./ 40 Ibs. Corits per Ib. 
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More Economical Than Ever to Ship 





Another drastic cut in Air Express rates now makes this high speed 
transportation more important to American business and industry 
than ever before! 

Where, in the whole economy of business, do you get so much for 
your transportation dollar: 


SAME DAY delivery between many airport towns and cities as far as 
1,000 miles apart. (Less than 6 hours by air.) 


SPECIAL HANDLING. Special pick-up and delivery (no extra cost) 
promotes speed of Air Express delivery. 


GOES EVERYWHERE. In addition to 375 airport communities, Air 
Express goes by rapid air-rail schedules to 23,000 other important 
points in this country. Service direct by air to and from scores of 
foreign countries in planes of American manufacture and reliability 
giving American service, flying the American Flag! 


WRITE TODAY for “Jig Saw Puzzle.” It contains illuminating facts 
to help you solve many a shipping problem. Air Express Division, 
Railway Express Agency, 230 Park Avenue, New York 17. Or ask 


for it at any Airline or Express office. 














GETS THERE FIRST 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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implicit but unexpressed assumption 
by the defendants that the plaintiff 
bank had knowledge of the collateral 
agreement, which it is alleged was 
breached. To constitute notice of an 
infirmity in the instrument or defect 
in the title of the person negotiating 
the same, the person to whom it is 
negotiated must have had actual 
knowledge of the infirmity or defect, 
or knowledge of such facts that his 
action in taking the _ instrument 
amounted to bad faith. 

“Bad faith—that is, fraud, not 
merely suspicious circumstances — 
must be brought home to a holder for 
value whose right accrued before 
maturity in order to defeat his re- 
covery on a negotiable note upon the 
ground of fraud in its inception or 
between the parties to it. 

“There is not a scintilla of proof 
that the bank before the purchase of 
the note in suit had knowledge of any 
of the alleged defects or infirmities in 
the note, or knowledge of such facts 
that its action in taking the same 
amounted to bad faith.” 

The court gave judgment in favor 
of the bank. (Hudson County Na- 
tional Bank vs. Alexander, 44 Atlantic 
Reporter, Second Series, 73.) 


e e e 


Note Barred by Statute of 
Limitations 


Where action on notes has been 
barred by the running of the statute 
of limitations, how specific must be 
the debtor’s acknowledgment of the 
debt to remove the bar of the statute? 

In a recent California case the 
holder of notes against which the 
statute of limitations had run still had 
in his possession shares of stock origi- 
nally given by the maker as security 
for the notes. The corporation whose 
stock it was underwent a reorganiza- 
tion and the maker of the notes agreed 
in writing to deliver to the holder new 
stock of the reorganized corporation 
upon the holder’s surrender of the old 
stock. This exchange was made and 
the new stock substituted for the old 
as security for the notes. 

Thereafter the holder sued the 
maker on the notes, contending that 
the maker’s agreement to the substitu- 
tion of collateral for the notes was in 
effect an acknowledgment of the debt 
sufficient to create a new obligation 
and thus avoid the bar of the statute 
of limitations. 

The California court ruled against 
that contention and said: 

“It is well settled in this state that 
where the statute of limitations has 
already run upon a note and where 
reliance is placed on a new promise to 
pay which is thereafter made, the 
action must be based upon the new 
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obligation rather than upon the origi- 
nal note. 

“An acknowledgment which is suffi- 
cient to renew an obligation after it 
has been barred by the statute of 
limitations must be one which is a 
direct, distinct, unqualified and uncon- 
ditional admission of the existence and 
justice of the debt and of the party’s 
willingness to pay the same. Many 
cases support this proposition. 

“There is a wide difference between 
a willingness that a creditor should 
retain such security as has already 
been given him and a willingness, after 
the statute of limitations has run, to 
acknowledge and agree to pay the full 
amount of an original debt regardless 
of how much may be obtained from the 
security which has been given. 

“There have been called to our 
attention certain cases in which it has 
been held that the giving of new and 
additional security is a_ sufficient 
acknowledgment and expression of a 
willingness to pay to constitute a 
renewal of the obligation. In the case 
before us no new or additional security 
was given and the only thing that 
appears is a consent to a change in the 
form of the security already given, 
which, in practical effect, left the 
parties and the security in exactly the 
same position they were in before the 
exchange was made. 

“No admission or acknowledgment 
here appears which is sufficient to 
establish a new obligation after the 
bar of the statute had come into 
effect.” 

One of the interesting features of 
this case arose out of the fact that the 
written agreement signed by the maker 
for the substitution of the new. stock 
for the old, was drawn up by the 
holder of the notes. 

Commenting on this, the court said: 

“Any ambiguity or insufficiency in 
the agreement is therefore chargeable 
to the holder.” 

(Western Coal and Mining Com- 
pany vs. Jones, 161 Pacific Reporter, 
Second Series, 418.) 
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BANK MER- 
CHANDISING 


(CONTINUED FROM PAGE 17) 


sey, with the use of aptitude tests for 
all its personnel. President William 
F. Hofmayer stated that the tests 
helped to single out the sales type of 
individuals who could be most suc- 
cessful in deriving new business out of 
contacts with the public, and that they 
had resulted in a number of personnel 
adjustments within the bank. His 
institution made use of a professional 


organization specializing in such tests. 
It was contended that the first step in 
the improvement of new business 
development should logically start 
with the bank’s personnel. 

Mr. Hofmayer also described the 
results obtained from employee con- 
tests for new business, in which tellers 
receive up to $500 annually in com- 
missions. The contest winners are 
also sent to F. A. A. conventions. 
Opinion of clinic participants was 
divided, however, as to the long-range 
value of such contests and there was 
some question raised as to the hard 
feelings likely to ensue among em- 
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45 
ployees not’ in advantageous public 
contact positions. 

One banker reported excellent re- 
sults from new business contests held 
each year over a two months’ period. 
The twenty-five top contestants are 
invited to attend a President’s Party, 
at which they are guests of the bank’s 
president for dinner and theater enter- 
tainment. The attendant prestige 
involved is said to be ample incentive 
to the employees. 

Judging from comments at the 
clinics, many banks now adhere to the 
policy of requiring their officers to 
spend a specified amount of time each 
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The historic KNOB safe, invénted 1825, was the first attempt to 
create a combination fire-and-burglar resistive safe. Construction 
was heavy oak planking, paneled with thin iron, surrounded by heavy 
iron straps, held in place by huge, knob-headed iron nails. The KNOB 
Big: was popular until after the 1850 World's Fair in London. 














EACH HERRING-HALL-MARVIN 
SAPE 15 GERTIFIED 


— regardless of how many times it changes owners 


In this year of critical shortages, you may have te wait some 
time for a new H-H-M Safe—or any other new safe that even 
approximates the Herring-Hall-Marvin standards of conven- 
ience and protection. But if you simply cannot wait, contact your 
nearest H-H-M office equipment dealer or write us direct. Each 
Herring-Hall-Marvin Safe constructed since 1917 has been 
certified, in its class, and, with reasonable care, is as depend- 
able now as the day it left our factory. & 


IN PREPARATION: ‘Progress in Profection.*’ 
An illustrated history of devices men hove > 

used to protect their valuables from the cove Ay) 
mon ero to the present. Limited edition. For 
architects, bankers, executives. 
serve (by letter) ¢ copy now. 
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| week on new business development, or 


perhaps to make a certain number of 
customer calls each month. 

In this connection, William H. 
Neal, vice-president, Wachovia Bank 
and Trust Company, Winston-Salem, 
stated that before calling on an indi- 
vidual the officer should first check 
the bank’s records to ascertain his 
present use of the bank’s services. In 
fact, he expressed the opinion that an 
officer should spend twice as much time 
getting the advance data as in making 
calls. ‘““There is now an established 
trend toward getting out and making 
calls; the next step is to inject real 
salesmanship into these calls,” Mr. 
Neal concluded. 

At this point the value of a central 
information file to disclose a customer’s 
use of bank services was questioned. 
The bankers present appeared to be 
dubious of the advisability of main- 
taining a centralized record insofar as 
savings accounts and small checking 
accounts are concerned, in view of the 
large number of customers involved 
and the fact that frequent changes 
necessitate an undue amount of clerical 
work. 

There was considerable discussion of 
the returning veteran, both from the 
public relations and new business 
standpoints. The experience was cited 


of one large Texas bank which recently 


opened a veterans department pri- 
marily as a good will service; to its 
surprise the venture has within a few 
weeks developed into a_ profitable 
operation. 

Julius J. Spindler, whose wartime 
activities in behalf of servicemen from 
his community have attracted nation- 
wide attention to the Farmers and 
Merchants Bank, Highland, Illinois, 
reported that he is now letting it be 
known around town that many of the 
returning boys have job problems. 
Through the column which he writes 
for the local newspaper, President 
Spindler has focused attention on this 
problem. He states that as a result 
the G. I.’s are coming to the bank for 
interviews as to their future plans, and 
that as a by-product that institution 
has derived considerable new business. 
As he puts it, “We are not making 
G. I. loans but we are making a lot of 
loans to G. I.’s.” 

On this score, however, a showing of 
hands in one of the departmental ses- 
sions revealed that virtually all of the 
banks represented had made loans 
under the G. I. Bill, indicating that 
it is well within the realm of possibility 
for small as well as large banks. 

The unusual experience of having 
had a more than 100 per cent increase 
in loan volume during the past six- 
teen months was reported by H. H. 
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Gardner, president, The Birmingham 
(Michigan) National Bank. As one 
explanation he pointed out that many 
business men are confused in this 
transition period, and that banks can 
obtain loans as well as lasting friends 
merely by suggesting what financial 
steps should be taken. He cited as the 
best policy at the present time for 
banks desiring business expansion: 
Let it be known that you can be 
helpful. 


Savings 


There was a pronounced feeling at 
the savings clinics that it is vital for 
the banks to resume the thrift educa- 
tion of the public, which has largely 
been a governmental function during 
the war. As evidence of the growing 
bank interest in savings deposits, the 
savings departmental meetings had 
the largest attendance experienced 
during the past eight years, and a 
larger proportion of commercial bank- 
ers were present. 

One notable trend disclosed was the 
resumption by banks of industrial 
payroll savings plans. Many banks 
had such plans before the war, but 


‘they tended to be supplanted by 


the war bond payroll deduction pro- 
gram. One savings bank in Buffalo 
reported having a payroll savings 
club organized in some 150 industries 
in western New York. 

Another plan being adopted by some 
banks involves a partial conversion of 
war bond accounts. Under this, the 
automatic issuance of war bonds when 
a sufficient balance is accumulated 
has been eliminated. Instead, the 
deductions are permitted to accumu- 
late and the individual can purchase 
bonds out of this balance as desired. 
The evident result is the building up 
of larger account balances. 

In a discussion of special purpose 
savings accounts, one bank reported 
that it has emphasized its vacation 
club program now that an increasing 
number of factory employees are 
receiving paid vacations. It has found 
them very responsive to the idea of 
accumulating additional funds for 
maximum enjoyment of their leisure 
period. 

At one savings clinic there developed 
a pro and con discussion of credit 
unions. It was reported that in some 
instances the credit unions were be- 
ginning to make mortgage loans. On 
the other hand, several banks stated 
that they had made special efforts to 
cultivate the leaders of credit unions, 
and had received many referrals for 
new business as well as sizable stable 
accounts from them. There appeared 
to be a rather general agreement that 
banks should understand more fully 
the purposes of credit unions, and 
should endeavor to make friends with 
them. 











Consumer Credit 


One of the questions raised was 
whether it would be possible for a 
bank to obtain both direct and indirect 
automobile financing, and the con- 
sensus of opinion seemed to be that it 
could be accomplished. One banker 
explained that his institution has a 
compromise plan, in which it urges the 
car buying public to inform the dealers 
that they want to finance through the 
bank. At the same time it minimizes 
the dealer opposition by giving him 
1 per cent out of the bank’s 5 per cent 
rate, as recompense for handling the 
clerical detail involved. The customer 


pays the same rate as if the car was 
financed directly. through the bank; 
the dealers’ compensation is deducted 
from the bank’s charge. 

The majority opinion appeared to 
be that direct automobile financing 
will probably only account for 30 per 
cent or 35 per cent of the total volume, 
and doubtless not that high a per- 
centage during the present sellers’ 
market. 

Most of the bankers attending the 
consumer credit clinics favored co- 
operation with insurance agents in 
connection with auto financing, but 
the typical view was that since the 
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agent usually does not come into the 
picture until the car has been pur- 
chased, there are limits to his effec- 
tiveness in referring business to the 
banks. ‘ 

One bank reported that it had found 
a certain measure of sales appeal in 
the inclusion of a life insurance provi- 
sion in its appliance financing plan. 
the cost being absorbed in the rate. 
Further in connection with appliance 
and Title I promotion, it was sug- 
gested that a bank could well afford 
to have a group of salesmen calling on 
dealers to acquire installment paper. 
The contention was that if a whole- 
saler can afford to hire a sales crew to 
take small orders having a narrow 
margin of profit from retailers, banks 
can certainly adopt a similar plan to 
obtain lucrative financing business. 
One bank reported that it had found 
such a program to be highly profit- 
able. 

There were two distinct schools of 
thought on the advisability of having 
separate personal loan quarters, segre- 
gated from the rest of the bank. Some 
of the clinic participants claimed that 
customers resented such discrimina- 
tion; others were equally certain that 
the separation resulted in increased 
patronage. One banker cited his in- 
stitution’s plan of having a group of 
loan specialists who do not actually 
have official titles, but who are known 
to the public as loan officers. They 
are on the officers’ platform, and 
applicants for installment loans are 
referred to them. 


(COMMENDED as a good will and 

promotion idea was the use of credit 
cards. Fairly typical was the plan of 
one bank of sending a letter to each 
personal loan borrower on his tenth 
payment, congratulating him on the 
businesslike way he has handled his 
obligation, and enclosing a credit card 
signed by the president. It was 
agreed, however, that banks should 
exercise care in the distribution of 
credit cards, in view of possible reper- 
cussions from merchants who place 
credence upon them with unfortunate 
results. The belief was that they 
should either be based upon the bank’s 
own experience, or upon carefully 
checked lists of retail credit bureaus. 

Robert Eldred, vice-president, Com- 
munity National Bank of Pontiac 
(Michigan), stated that his bank re- 
cently mailed 25,000 introductory 
cards to local prospects gleaned from 
war bond payroll deduction lists. The 
card cited the various bank services 
and suggested that the recipient pre- 
sent the card to a loaning officer, as a 
form of introduction. It was felt that 
this would help to break down any 
hesitancy or timidity over coming to 
the bank for the first time. Mr. 
Eldred added that in the ensuing 


period the bank has enjoyed the largest 
personal loan business in its history. 


Direct Mail 


Top interest was in the proper use 
of direct mail to cultivate direct con- 
sumer credit business. One of the 
subjects discussed was how to prepare 
a responsive mailing list, and some of 
the suggestions advanced were: 

1. Making a compilation of auto 
owners, selected by make of car and 
residence address, with the data taken 
from auto registration lists compiled 
annually (and thus up to date). It 
was suggested that such a list could 
have wide application, such as in the 
solicitation of modernization loans. 
Incidentally, one banker claimed that 
in checking results it was found that 
the best prospects for modernization 
loans were among individuals in the 
50-60 years of age bracket. 

2. A number of bankers reported 
using names of war bond purchasers, 
either those buying direct from the 
bank or on payroll deduction plans 
where the bank issues the bonds. 
Some also considered the redeemers of 
war bonds as being good prospects for 
consumer or personal loans. 

3. It was suggested that a prospect 
list for pay-by-check accounts can be 
compiled from those who cash payroll 
checks and those who purchase cash- 
ier’s checks. 

4. Mortgagors were said to com- 
prise a good consumer loan prospect 
list. One banker related the unusual 
experience of obtaining 100 loans, 
largely for modernization, out of a 
mailing list of 600 such names. 

5. Safe deposit box holders were 
recommended as likely prospects for 
checking accounts. 

6. Several bankers agreed that they 
received their best prospect lists for 
small checking accounts from em- 
ployers, including non-customers. It 
was stated that frequently a bank 
officer can sell the top executive of a 
business concern on the advisability 


of supplying such a list, on the basis , 


that the use of a checking account is 
the businesslike way of handling per- 
sonal finances. 

On the question of what to use in 
the way of direct mail, the general 
agreement seemed to be that a good 
letter is most effective. It was favored 
over the use of a circular alone, and 
was thought to be virtually as strong 
in pulling power as a combined letter 
and circular. 

In the matter of keeping lists up 
to date, the advantage of using third 
class mailings was pointed out. On 
third class mail, where proper instruc- 
tions are included on the envelope, the 
post office will return Form 3547 ‘to 
the sender, in those instances where 
the address is incorrect. This form is 
a card on which is noted the address 
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on the mailing, and the forwarding 
address or a notation of the fact that 
the piece is not forwardable. Such an 
arrangement, it was explained, is not 
possible with first class mailings. 

A survey was cited at the clinic 
purporting to show that the difference 
in results from third and first’ class 
mailings is negligible. However, it 
appears that most banks still use first 
class for prestige mailings, although 
they may utilize third class for con- 
sumer credit literature, etc. 

Polls at the clinics disclosed that 
the amount spent on direct mail 
averaged about 20-25 per cent of the 
total advertising budget. 


Advertising Budget 


As is usual in discussions on this 
subject, the only unanimity achieved 
was one of consistent disagreement 
among participants as to the basis 
upon which a budget should be set up. 
The nearest approach to agreement was 
that no hard and fast formula could be 
devised for ascertaining how much a 
bank should spend on advertising, or 


_ how this should be apportioned among 


the various media. The consensus 
was that the answer depends upon 
individual circumstances such as the 
degree of competition, the type of 
bank, the services offered, media 
available, and other variable factors. 

One trend of thought was that a 
bank’s advertising budget should be 
based upon its needs, as determined by 
a study of the job to be done, the cost 
of preparing the required material, the 
media space desired, and similar ascer- 
tainable factors. 

Another concept was that the budget 
allotment could be based upon some 
percentage figure, such as a given per 
cent of a bank’s deposits, capital, net 
earnings, or gross earnings. 

One compromise suggested was that 
the bank set up a definite percentage 
appropriation for institutional adver- 
lising, but that a special additional 
sum be allotted when it was desired to 
push the sale of a specific service. It 
was argued that the bank would get its 
money back in the latter advertising, 
and that it was really buying new 
business. 

A participant from a small bank 
stated that instead of allotting much 
money for advertising, his institution 
tried to do unusual things which would 
in themselves attract a disproportion- 
ate amount of attention. As examples 
he cited the providing of benches at a 
busy corner where several bus lines 
converge, and the establishment of a 
kiddie’s department in the lobby where 
parents can leave their youngsters 
while transacting bank business. 

Some F. A. A. members indicated 
that they planned to ask for advertis- 
ing budget increases for 1946 so they 





could more intensively promote specific 
services, especially consumer credit but 
also such items as small checking 
accounts and safe deposit business. 
One member explained that his ap- 
proach to management would be some- 
thing like this: ‘The bank has a large 
surplus of funds. An investment of 
$10,000 in bonds would net only $200 
a year at most. The same amount in- 
vested in advertising of profitable 
services should net a far greater re- 
turn.” It was agreed that bank mer- 
chandisers should stress the idea of 
“investment in advertising’ rather 
than merely to ask management to 
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‘“‘spend” a certain sum on such promo- 
tion. It was also mentioned that bank 
advertising appropriations represent a 
very low percentage of gross earnings 
compared with other lines of business, 
and thus a good case could be made for 
budget increases. 

It was emphasized that bank adver- 
tising men should see that manage- 
ment distinguishes clearly between 
charity donations and bona fide adver- 
tising, and that the two are not lumped 
together under the advertising appro- 
priation. It was also suggested that 
salary allocations should not be in- 
cluded in the budget, but only the 


W 
ith malice toward none; with 


charity for all; with firmness in 
the right, as God gives us to see the 
right, let us strive on to finish 
the work we are in; to bind up the 
nation’s wounds; to care for him 
who shall have borne the battle, and 
for his widow and his orphan... to 
do all which may achieve and cherish 
a just and lasting peace among 
ourselves and with all nations. 


ABRAHAM LINCOLN 
Second Inaugural Address, 
March 4, 1865 
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| definite cost of preparing advertising 


material and the purchasing of space. 

A sampling of the F. A. A. members 
present indicated that a larger share 
of the bank advertising dollar would 
probably go into newspaper space, as 
restrictions were lifted. With the dis- 
continuance of war bond advertising, 
a larger portion will probably be di- 
verted to promotion of loans and sav- 
ings accounts, if the small sampling 
taken at the F. A. A. meeting is 
indicative. 

One interesting point raised in con- 
junction with advertising budgets came 
from a banker whose institution has 
been well up in the excess profits tax 
bracket. It was his opinion that banks 
so affected would ‘tend to be more 
careful of their advertising expendi- 
tures in the future, in view of the re- 
duction in excess profits tax levies. 
On the contrary, another member felt 
that with the tax reduction having a 
favorable effect on bank earnings, 
larger advertising appropriations might 
be in order. 

There was no uniformity in the 
amount of advertising appropriations 
as compared with the size of banks 
represented. For example, in one 
clinic session a $12 million bank re- 
ported a $12,000 annual budget, where- 
as a $20 million institution allotted 
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only $2,000 a year for advertising. 


Personnel Relations 


F. A. A. members are interested in 
this subject because of its bearing 
upon the effective merchandising of 
bank services. It was agreed that a 
bank’s salary and promotion policies 
are involved. One banker reported 
that his institution had set up a base 
pay schedule for its employees, with a 
plan for adjusting this according to 
the fluctuations of a cost of living 
index. Another participant claimed 
flatly that the only answer was a job 
classification and analysis program. 

The spokesmen for a large New York 
City bank told of its plan of having a 


“Ten Per Cent Group,” which is. 


singled out every six months through 
department head selections of those 
employees having exceptional possi- 
bilities. All of the names are placed 
on a large chart, and the division 
heads “‘talk the names out.” As a 
result, some of the names stay on the 
chart and some come off. The depart- 
ment heads are virtually forced to do 
something in the way of promotion for 
the individuals who remain listed, or 
the latter are likely to be transferred. 
As a consequence, deserving employees 
know that there are no_ blocked 
channels within the bank, and that if 
they become stalled in one department 
they can be shifted. 

Another participant reported suc- 
cessful results from his bank’s plan 
of having its officers periodically 
attend a duplicate meeting of the 
board of directors, at which all of the 
matters dealt with at the regular ses- 
sion are gone over again, with the 
exception of certain highly confidential 
details. 


Radio 


It was estimated at the clinic ses- 
sions on this topic that twice as many 
banks are using radio as in 1940. One 
bank in the middle west was said to 
have withdrawn from newspapers en- 
tirely, claiming that it obtained good 
results from the use of a news com- 
mentator twice daily. 

There was favorable reaction to the 
growing trend among banks to tie in 
with nationwide syndicated network 
programs, which enable them to pre- 
sent top-flight talent at relatively low 
cost. 


Banking Quarters 


Recognizing that attractive banking 
offices are an important advertising 
factor, the F. A. A. conducted clinics 
which presented sketches and photo- 
graphs of new and modernized quar- 
ters, illustrating various designs, mate- 
rials, equipment features, and the like. 
In planning a new building it was 
recommended that the best place to 
start is with department heads, who 
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should arrange their sectors to the 
best possible advantage from an oper- 
ating standpoint; then the depart- 
mental plans should be studied over 
and unified by the executives of the 
bank; and lastly an architect should be 
called in to draft the finished drawings. 
The basic idea is that, as in the design- 
ing of a manufactured article, the best 
procedure is first to perfect the mecha- 
nism for efficient operation, and then 
to call in a stylist. 


Trust Development 


Judging from the discussions at the 
trust sessions, the subject of “‘small 
estates” seems to be getting the most 
attention in trust advertising, with 
“common trusts” also being a timely 
topic. 

In the advertising clinic there was 
a discussion of whether special copy 
should be prepared for the promotion 
material distributed to women. Sam- 
ples of such promotion, said to be 
quite successful, were on display. 
However, there was a strong body of 
opinion that institutions should be 
careful not to “talk down” to women 
or to disparage their business ability. 

Unlike the other sessions, the trust 
meetings were more largely devoted to 
scheduled talks. Walter E. Bruns, 
vice-president and trust officer, Bank 
of America, cited specific instances 
where his institution had taken over 
unprofitable trust departments in 
smaller banks and put them on a pay- 
ing basis through the installation of 
sound business principles. One im- 
portant step was to make a cost 
analysis, and on the basis of these 
figures, either to get fees raised to a 
satisfactory level or eliminate certain 
accounts. 

Based on the talks pertaining to 
pension trusts and profit sharing plans, 
there appears to be a growing realiza- 
tion that in many cases the best solu- 
tion is a combination of the two 
programs. 

In relating his bank’s experience 
with the promotion of small estates 
and trusts, L. C. Roseberry, vice- 
president and manager, trust depart- 
ment, Security-First National Bank, 
Los Angeles, disclosed that the out- 
standing result had not been the num- 
ber of small estates obtained but rather 
the fact that the campaign attracted a 
large number of estates averaging 
about $40,000. It appeared that 
many people had not realized that 
banks would handle estates of that 
size, not to mention the $1,000 
variety. 


Miscellaneous 


A banker from New Haven, Con- 
necticut, stated that the banks in his 
community have inaugurated a joint 
public relations program, and have 
made a public opinion survey. Similar 


co-operative ‘“‘pulse-feeling’’ projects 
were recommended for other centers. 
It also was noted that the Connecticut 
Bankers Association has sponsored a 
campaign to get war veterans to come 
to the banks for counsel and possible 
financial aid. The hope was expressed 
that a national campaign along the 
same line can be developed. 

The reaction to the use of music 
in banks was generally favorable. Six 
individuals out of a group of seventy- 
five or eighty F. A. A. members at a 
commercial development session re- 
ported that their institutions used 
music and were well pleased with 
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results. Only one participant said 
that his bank had discontinued its 
experiment with music during working 
hours. 

There was a definite division of 
opinion on the advisability of con- 
tinuing to remain open for business 
one or more nights a week, among 
those whose banks had adopted such a 
policy during the war. The common 
experience cited was that the volume 
of business transacted during evening 
hours has undergone a marked decrease 
in recent months, and the likelihood 
seems to be that most banks will 
eliminate the practice. 
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Your CUSTOMER'S INVENTORY 
CAN BE MADE BANKABLE 


















































“LIGHTHOUSES” safeguard 
Seamen, directing their course 
on the high seas at night. 


FIELD WAREHOUSING 
SAFEGUARDS Loans 
ISSUED ON INVENTORY 


Many Manufacturers, Process- 
ors, Wholesalers, or Distributors 
with Marketable Inventories of 
(raw or finished goods) stored 
away,—may find themselves in 
need of Additional Working 
Capital over and above their 
line of Bank Credit. 

Banks have found, that when 
their customer’s MARKETABLE 
INVENTORIES are collateral- 
ized through our sound and 
economical FIELD WAREHOUS- 
ING SERVICE (the setting up of 
actual warehousing operations 
right on the premises of the bor- 
rower’s Business Establishments), 
additional Working Capital 
Loans can be made SAFELY. 


Your Protection 


> 1. Value of the Merchandise. 





> 2. Our Ability and skill supported 
by our Warehousemen’s Legal 
Liability and Employees Fidelity 
Bond, underwritten by the Hart- 
ford Accident and Indemnity Co. 


> 3. Our Record Stands — Not one 
dollar of loss to Lending Agent, 
Bonding Company or Ourselves. 


° 
WRITE TO 
NEAREST OFFICE 


(Complete information 
given—No obligation) 














FIELD WAREHOUSING DIVISION 
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GENERAL OFFICES~- ST.LOUIS MO. 
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SAFE DEPOSIT OPERATION 


(CONTINUED FROM PAGE 19) 


boxes of identical size, one of which 
contains a deed, insurance policies, 
and papers of value only to the renter, 
while the other may contain thousands 
of dollars worth of negotiable securi- 
ties. We cannot ignore the potential 
liability for improper handling in one 
case because of the remote possibility 
of loss in the other. 

Although certain risks can be covered 
by insurance, we consider it desirable 
to operate the safe deposit department 
as if no coverage existed. Insurance is 
workable only when the risk is kept to 
such proportions as to make the cost 
reasonable, and reasonable costs are 
impossible if losses are excessive. 

The records necessary for proper 
operation of a safe deposit department 
vary from bank to bank. We consider 
them adequate if they give us the 
information we need in complete, 
accurate and easily handled form. 

Perhaps the most important record 
is the contract. This contract, when 
entered into with corporations, part- 
nerships, or other individuals, should, 
of course, be accompanied by neces- 
sary supporting papers. Obviously it 
would be helpful to have one standard 
contract which all banks could use, 
but we know that any three competent 
attorneys would draw up’ three differ- 
ent contracts varying in detail. 

In my own opinion, there is no advan- 
tage in trying by a certain wording in 
the contract to create a legal relation- 
ship involving a lesser liability than 
that existing between bailor and bailee. 
In Pennsylvania, at least, it is quite 
definitely established that the safe 
deposit relationship is a_ bailment. 
This means that property placed in 
our safe deposit boxes must be pro- 
tected to the same degree that an 
ordinarily prudent man would protect 
his own property. Regardless of the 
form of contract we use, we must be 
prepared to show that we have been 
prudent. 

There are other matters on which 
our contracts can be specific. For 
example, they clearly state what ac- 
tion, such as refusal of access, forcible 
opening, and disposition of contents, 
is permissible in the event of non-pay- 
ment of rent. 

Another important matter is that of 
access on the death of one or more 
joint renters. While many contracts 
provide that the personal representa- 
tives of the deceased shall have 
access, I believe that in most cases of 
joint rentals, one of the chief objects 
is to enable the survivor to have un- 
disputed access. Ordinarily, we at 
Peoples-Pittsburgh prefer the exclu- 
sive survivor clause, although we 
know that it has, at present, certain 
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disadvantages. This is true in cases 
where one renter may still be in Tokyo 
and the other renter located here dies. 

Whatever may be the terms of the 
contract, it should be examined by the 
bank’s counsel and should be reviewed 
at regular intervals to make sure that 
proper protection is afforded. 

A second important record is the 
access slip. Under our procedure this 
record is signed by the renter before 
being admitted, and shows in addition 
to his signature the date and time of 
entry, the box number, the booth 
number and the approval of the 
attendant. We had two recent cases 
in which information supplied by these 
slips assisted in adjusting matters 
satisfactorily and without loss. 

In covering the fourth and final 
point in connection with safe deposit 
operation, that of proper procedures, 
it must be admitted that there are 
very decided differences of opinion on 
the subject. On one point, at least, 
however, we can all agree and that is 
on the need for identification of pro- 
spective renters. The best place to 
stop possible claims for losses is by 
making sure that our renters are 
responsible people. 


OME other fundamental rules of 

sound procedure, based on our ex- 
perience, are: 

1. Every customer applying for 
access is positively identified and his 
authority verified. Since some renters 
have an individual box and also have 
authority to have joint access to other 
boxes, care must be exercised to pre- 
vent an unauthorized entry even when 
the renter is well known. 

2. The coupon room is searched 
immediately after the customer leaves. 
If any property carelessly left behind 
is not immediately discovered, there is 
a possibility that it may be taken by 
other renters who later enter the 
booth. 

3. Upon surrender of a box, it is 
examined in the customer’s presence. 
Due to the construction of many boxes, 
it is quite possible for papers and other 
securities to be overlooked: 

4. The customer is never allowed to 
leave his box in the coupon room while 
he goes elsewhere in the bank. Unless 
safely locked in its compartment the 
box should at times be in the posses- 
sion of the renter. 

5. Attendants avoid handling con- 
tents of the box. Where any assistance 
is given, it is done only in the cus- 
tomer’s presence. 

6. All actions of the renters are 
kept strictly confidential. 

7. The bank does not act upon 
telephone, telegraph or cable instruc- 
tions authorizing access. 
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8. Keys are not permitted to remain 
in the lock while a renter is in a booth. 
The claim of a renter that an impres- 
sion may have been taken during his 
absence, and a duplicate key made, 
may seem far-fetched to bankers but it 
may not sound so to a jury. There is 
also the possibility that when two or 
more renters have access at the same 
time, a container may be placed in the 
wrong compartment with the result 
that the renter may leave with another 
person’s key in his possession. 

All of the preceding discussion is 
completely academic unless we have 
our safe deposit boxes rented. At 
present, with the high percentage of 
rentals, our job is to keep them that 
way. With this in mind, we at Peoples- 
Pittsburgh have been using direct mail 
and hand outs to impress renters with 
the need for safe deposit boxes for 
numerous items other than war bonds. 

In the final analysis, however, the 
job of keeping our renters sold is largely 
up to our bank personnel. If they are 
courteous, prompt and efficient, more 
renters will be inclined to continue as 
a peacetime convenience what they 
started as a wartime necessity. 
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BANKLOAN 
PLAN 


(CONTINUED FROM PAGE 22) 

page cover gives a detailed rate chart, 
simple instructions to the dealer on 
how to handle Title I loans, and a 
complete summary of all Federal regu- 
lations on this subject. The second is 
an equipment financing kit, containing 
a pad of credit application forms, a 
conveniently arranged rate chart, and 
a pocket in which is inserted condi- 
tional sale contracts printed as snap- 
out forms with “one-time” carbons. 
The latter arrangement is very con- 
venient for quick dealer handling. 

These new kits served as “calling 
cards” in the solicitation of new busi- 
ness and helped greatly to stimulate 
the bank’s dealer volume, even in the 
slack period when it was first intro- 
duced. Sample kits were also sent to 
banking friends in the Twelfth Federal 
Reserve District. One of these officers 
who had been following the develop- 
ment of the program called on Mr. 
Kirk, and after looking over the plans 
said: ‘““That’s just the program I need 
for my bank.” 

At this stage Mr. Elmer discussed 
the bank’s program before the Inde- 
pendent Bankers Association of South- 
ern California, where similar comments 
originated. 

L. H. Lopes, president of the Pajaro 
Valley National Bank and the Pajaro 
Valley Savings Bank, Watsonville, 





Calif., had suggested earlier that the 
name of ““Bankloan Plan” be used to 
identify all of a bank’s consumer 
credit services, appliance and furni- 
ture financing, automobile financing, 
home improvement and real estate 
loans. Mr. Lopes also suggested that 
the bank’s Bankloan program be ex- 
plained at the next meeting of the 
Bankers Discussion Group, of which 
he is the organizer and permanent 
chairman. This group of twelve inde- 
pendent banks in Northern California 
exchange information, and their top 
executives meet regularly to discuss 
current operating conditions. They 
gave the program a favorable recep- 
tion, and letters asking for information 
began coming in from other banks. 

The name Bankloan Plan was then 
adopted by the management and used 
in printing the supply of dealer kits 
planned for the sixty-four offices of 
American Trust Company. This name 
is not copyrighted and this factor 
aided in the development of further 
plans. The designation could be used 
by other banks, and would definitely 
imply the granting of credit by the 
local banker. 

In addition, other sales helps were 
produced. <A well-rounded series of 
newspaper advertisements, 
cards, statement enclosures and intro- 
duction cards for customers were pre- 
pared to promote this new activity for 
the bank. Sales aids for the dealer 
included display cards, signs for win- 
dows, appliance price tags and decal- 
comania window transfers, all mate- 
rial featuring the name Bankloan Plan. 

By this time many requests had 
come in from other banks asking for 
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the use of similar sales material to 
build up their installment loan busi- 
ness with local dealers. The bank 
management then decided to make the 
Bankloan Plan available to their 
correspondent banks and other banks 
generally. Today in some cases these 
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friendly local banks are using this plan 
in Northern California communities 
where the American Trust Company 
also operates branch offices. 

The underlying philosophy which 
prompted the bank management to 
make the Bankloan Plan available to 
other friendly banks, according to the 
bank executives, is this: 

1. It gives the American Trust 
Company an opportunity to build 
good will, to render a service to banks 
whose size prohibits them from doing 
the leg work and creating the material 
necessary to conduct a well-planned 
installment financing program. The 
Bankloan Plan has become part of 
this institution’s correspondent bank 
program, and its officers consider it 
one of the finest things developed in 
years that can be passed along to aid 
their correspondent banks. 

2. There will always be competition 
in the installment financing field and 
the more banks that engage in it on a 
satisfactory basis, as far as handling is 
concerned, the more this business will 
be developed for all banks participating. 

As this article is written, sixty-three 
banks are now using the Bankloan 
Plan material. No fees or franchise 
charges are involved in the use of 
Bankloan Plan by other banks. The 
American Trust Company offers to 
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any of its correspondents or other 
banks desirous of using all or part of 
the program, the opportunity of buy- 
ing the sales material with their name 
imprinted at cost. All the sales helps 
were prepared in such a way that they 
could be used by other banks by 
merely substituting their name for 
that of American Trust Company in 
the signature space. 


[N order to simplify the explanation 

of how these dealer helps are used, an 
additional booklet in catalogue form 
has been prepared which illustrates the 
sales kits, dealer aids and copies of the 
newspaper advertisements and other 
promotional material to be used by 
the bank in developing this business. 

The purchase of any or all of these 
items involves the use of the Bankloan 
name, but includes no obligation on 
the part of the banks to participate in 
any financing arrangement or to com- 
mit themselves to follow a finance plan 
identical with that being used by 
American Trust Company for its 
organization. However, many of the 
banks using this material have de- 
veloped programs of their own which 
fall into the same pattern as that of 
American Trust Company, and as the 
result this institution has been able to 
direct business to such banks where a 
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coverage in their territory was desired. 

The bank management adds further 
that the fundamental factors contrib- 
uting to the successful operation of any 
finance plan are: 1. A careful appraisal 
of the individual retail credits; 2. the 
quality of the product sold; 3. the 
sense of public responsibility on the 
part of the retail dealer. These three 
factors can be most successfully con- 
trolled by a well established dealer 
using a recourse plan, and it is their 
recommendation to all their clients 
that they choose this arrangement. 
Such a plan is generally beneficial 
because it encourages the growth of 
responsible dealers, enlarges their inter- 
est in keeping merchandise sold, pro- 
motes better servicing of equipment, 
provides cheaper financing both to 
the dealer and the buying public and 
supports the more stable manufactur- 
ing and distributing companies. 

From the dealer’s standpoint, states 
the bank management,-a non-recourse 
plan has the disadvantage of increasing 
his direct financing costs and makes it 
difficult for him to market his paper. 
The experience of American Trust 
Company indicates that the 2 per cent 
differential on a one-year contract 
which he could earn on a recourse plan 
is more than enough to offset his 
normal credit losses. The dealer 
sacrifices this actual profit in order to 
be relieved of his liability on only the 
higher quality paper. It is obvious 
that any financing institution will not 
knowingly purchase without recourse 
anything but the better grades of 
credits. Nevertheless, it is recognized 
that some responsible dealers are fear- 
ful of contingent liabilities as a pos- 
sible source of loss, hence American 
Trust Company offers to serve them 
on whichever basis they choose. 

As American industrial reconver- 
sion makes more appliances available 
for consumers, the Bankloan program 
will be continued with additional 
booklets and promotional material 
intended to reach an enlarged field of 
activities and will cover practically all 
types of installment financing, includ- 
ing airplanes, automobiles, trucks and 
tractors, power boats and pleasure 
craft, and many others. 

As the bank management summed 
up their position in conclusion: “The 
use of our Bankloan Plan is growing 
daily, thereby proving our idea that 
given the proper tools, satisfactory 
local retail financing can be handled 
completely by the local banker. He 
already has the establishment set up, 
the close contact with local conditions 
and affairs in his community, and needs 
only some assistance in the ‘know 
how’ of presenting and handling the 
business of installment financing in 
the larger field that will be available 
in this country during the years di- 
rectly ahead.” 
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ROPING IN A 
LOAN 


(CONTINUED FROM PAGE 23) 


you suppose Gyp has lured off my 
best...” 

Mr. Clutchbill laid down the box. 
‘‘Rush me down to Gyp Tooler’s be- 
fore something strange happens.”’ 

They made the run down the moun- 
tain with a full head of steam. Fen- 
witch Village has one handsome main 
street. Some strange event was taking 
place, for it was lined with cars. 

Mr. Bero’s jaw opened wider and 
wider. ‘“‘My gosh! Gyp Tooler is 
dead. It’s a funeral. They’re lined 
in front of his house. Something awful 
has happened, probably an accident. 
Suppose Socrates is killed?’ 

The car was now running alongside 
the parked funeral cortege. Mr. 
Clutchbill blinked, got his eyes open 
and stared again. “It isn’t a funeral. 
Every one of those cars holds a bunch 
of state bankers, and there isn’t any 
convention, either.” 

*“My gosh!” intoned Mr. Bero, “I’m 
going to pull over to Nelt Beedle’s 
office —he’s the town clerk—and see 
what’s happened to Gyp Tooler.” 

Shortly they were in the town clerk’s 
office. 

‘‘What’s happened to Gyp Tooler?” 
instantly gasped Mr. Bero. 

Nelt Beedle, the thin town clerk, 
got up and hung like a willow over his 
desk. ‘“‘Why! H’ain’t you heard? 
Gyp has come into money —eh, that 
is, he’s inherited I don’t know how 
many thousand acres of woodland. 
Gyp is seeking a loan of $10,000 on 
the timber to put up a wood mill for 
fancy lumber. Somehow the news 
got out and every banker in the state 
is after that loan.” 

Mr. Clutchbill grabbed his goatee. 

‘‘Where’s Gyp?” gulped Mr. Bero. 

‘‘Somewheres in the woods. The 
bankers are waiting for him to come 
in.” 

“Anyone with him?” 

“Yeah, I seen a feller with him 
when he started off this morning. He 
was a little feller with some yellowish 
fuzz around his ears.” 

“Socrates!” yelped Mr. Bero almost 


jumping out of his shoes. ‘‘Where’d 
they go?” 
“My gosh! Mr. Bero, I h’ain’t 


a-n-y idea.” 

Mr. Clutchbill started for the door. 
The second they were in the car he 
looked at Mr. Bero’s ear to see if it 
were open for business. ‘“‘Mr. Bero,”’ 


he uttered in a close, clear, careful 
voice, “that $10,000 loan belongs right 
in the Ferndale National’s note file.” 

Mr. Bero clapped his heel on the 
starter. 


“Where in thunder do you 





suppose Socrates and Gyp are?”’ 
“Tackle Wild Madge’s cave. It 
was the first thing Socrates marked in 
the old history back in his room.” 
Twenty minutes later they stood in 
a grove of alders beside an ancient 
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depression in the earth where in the 
year 1775 Wild Madge had touched 
off six kegs of gunpowder. It had 
completely deloused a gang of Indians 
and blown some of them sky high, but 
they apparently hadn’t shed any arrow- 
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heads, for Socrates and Gyp were not 
there. Socrates, however, had left a 
footprint which perfectly fitted the 
shoe Mr. Clutchbill was carrying in 
his valise. Stimulated by the hot 
footprint, Mr. Bero raced his car five 
miles to Socrates’ next book marking. 
This was Crowtail’s Cave, a hollow 
bombproof boulder crowning a ledge 
where in the birth of the nation a red- 
skin chief had hid from hostile bullets. 
The quarry was not there. It had 
been. Mr. Clutchbill found a cigarette 
stub wrapped in the same yellow 
paper that distinguished those in 
Socrates’ ash tray. 

““Tl’m stumped!” said Mr. Clutchbill 
sitting down on one. 

‘“‘There’s Mount Horrible yet,” said 
Mr. Bero. “It’s a long scramble up 
to the cave. We might catch ’em 
coming back down.” 

““Let’s chance it. It certainly would 
gall me to have any of my beloved 
banking brothers catch Gyp first and 
pluck a $10,000 loan right under my 
nose.” 

It took a half hour to climb to the 
summit of the gap beside Mount 
Horrible. To the north a stupendous 
rocky cliff rose to the clouds. Just 
under its top rim was a famous cave, 
an old Indian watch tower. 

*“‘Here’s the trail!’ Mr. Clutchbill 
got a coil of rope out of his valise and 
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hurried with Mr. Bero past a tree on 
which was a shingle printed in pale 
black letters, ‘“‘Mount Horrible.” 
Shortly the rising trail swung around 
to the cliff rim. The abyss grew 
deeper and deeper below them as they 
climbed. 

“They'll be down on that shelf 
below the rim if they’re up here,” 
wheezed Mr. Clutchbill as they crept 
out on the summit many minutes later. 

Eagerly both men dropped to their 
hands and knees, crawled to the dizzy 
edge, and peered over. Ancient iron 
spikes were driven into cracks on the 
face of the cliff allowing adventurous 
persons to climb down to the old 
Indian cave. 

“Look! What’s that? Who’s hat 
is that?” Mr. Clutchbill was staring 
down at an object lying on a shelf far 
below. 

“My gosh! It’s Socrates’ green 
homberg. Hope he ain’t fell and been 
killed!’ 

Mr. Clutchbill was listening. 
Thought I heard something.” 
“Someone down there?” he_hol- 
lered suddenly. 

There was a long vacuum, and then: 

“Go away!’ came a wiry, quarrel- 
ous voice. 

Mr. Bero reared up with a beaming 
face and washed his hands like a chip- 
munk. “It’s Socrates ... he’s alive!” 
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“You fellers about ready to come 
up?” he yelled. 

*“No, we ain’t! Go away!” 

“That was Socrates again,’ nodded 
Mr. Bero. 

“You wait a minute!’ Mr. Clutch- 
bill uncoiled his rope. 

He snatched out a small memo- 
randum book, ripped out a page and 
wrote rapidly: 

“Mr. Gyp Tooler, you are listening 
to a Ferndale National broadcast .. . 
$10,000 at 6 per cent on the timber.” 

Running a rope end through an 
opening in the paper, he lowered it and 
jigged it just above the ledge in front 
of the hidden cave opening. 

Both men strained their eyes over 
the brink. Suddenly a hand snatched 
the bait. 


[N a moment the line swung free 

with the paper still on it. The old 
director hoisted anxiously, and grabbed 
the paper. Penciled on it was: 

*“Huh!’’ 

Mr. Clutchbill rubbed out 6 per 
cent, entered 5 per cent and lowered. 
The second cast fetched a: 

“Heh!” 

“Mr. Bero,”’ muttered the old direc- 
tor, “‘there is considerable difference 
between ‘Huh!’ and ‘Heh!’.” 

Again he erased and penciled a new 
shiny 4 per cent. 

A third cast netted two words: 
“Go away!” 

“Socrates is superintending the 
whole business,” said Mr. Bero in dis- 
gust, “‘and Gyp has got French blood 
in him besides.” 

“French blood? Glad to know of it.” 
Mr. Clutchbill tore out a new sheet 
and wrote at length: 

**$10,000 at 3 per cent and my best 
invitation to a partridge pie dinner 
with plate of raw onions and pail of 
hard cider at Camp Cashier’s Rest 
to-night. Bring Socrates.” 

The paper was lowered as gently as 
a jewel. A long period went by. 

“IT put raw onions on the menu. If 
Gyp is French...” 

Of a sudden the rope end fluttered 
free. The old director hoisted, and took 
hold of the note with trembling fingers. 

“Sold!” it said. 

“My gosh! I’ve hooked him!” 
Mr. Clutchbill hunted his person over 
till he found a generous piece of paper 
and an old blank check on the Fern- 
dale National. In five minutes he had 
designed a lien note for $10,000 and 
rigged up a cashier’s check for the 
same amount. These he lowered with 
instructions to sign the note and keep 
the check. The note came back 
properly signed. Mr. Clutchbill got 
scramblingly to his feet. A cloud 
sailed over the summit, blacking out 
the cliff. 

“Just in time, Mr. Bero . 


. « Just in 
time!”’ 
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ah H 0 WwW Plans and specifications are important in every bank construc- 
d tion and remodeling. However, we have always tried to point out 
ig that plans and specifications are the end, NOT the beginning, 
a That is why, before we ever put a pencil on paper, we make a 
a ie IM PO RTANT thorough study of the bank’s operation, analyze its require- 
d ments, try to predict its growth. Obviously this calls for more 
it than a background in architecture; it makes mandatory an in- 
- S H 0 U L D timate knowledge of bank operating methods that comes only 
from years of highly specialized experience. Only after such a 
study, after exhaustive conferences with staff architects, design- 
1e B A N K E R S ers, and engineers do WE feel we can prepare intelligent plans. 
d Perhaps there is a genius somewhere who can short-cut this 
7 process; but we have never met him. Perhaps we “do it the 
C 0 N S y DE R eee hard way”; but our jobs require no justification. Our finished 
i work speaks for itself. This approach has enabled us to gauge 
costs accurately, guarantee them in advance if necessary. More, 
it has resulted in our being awarded, on the average, a contract 
se plans every ten days for over thirty years. Profit by this fund of know- 
ledge and experience. It costs no more. Consult us when you 
ws , contemplate new quarters. 
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Burroughs 
‘IN MACHINES 
IN COUNSEL 
IN SERVICE 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES 


® This installation of Burroughs Typewriter Accounting Machines at Purdue University, 
Lafayette, Indiana, is typical of thousands of offices throughout the nation that depend 
on Burroughs machines for fast, accurate handling of all types of accounting work. 





















In schools, banks, business organizations ... wherever you 
go... you see Burroughs machines. These users give many 
reasons why they like to do business with Burroughs. One 
reason frequently mentioned is the efficient maintenance 
service rendered through hundreds of local service centers 

by Burroughs’ own factory-trained service men—a service 
that has won the highest respect of business machine 

users everywhere as the finest safeguard that the maker of 

a high-quality product can provide to insure the uninterrupted 
performance and long life of its products. 


BURROUGHS ADDING MACHINE COMPANY, DETROIT 32, MICHIGAN 


e NATIONWIDE MAINTENANCE SERVICE 








e BUSINESS MACHINE SUPPLIES 


